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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 











A Progressive SURETY and CASUALTY Company 








We Believe In 
Giving “Em “L” 





But the ‘‘L’’ we give ’em is Loyalty spelled with a 
capital L. 

Every agent who has proven himself worthy of Lincoln 
Life comradeship is entitled to the most loyal co=-opera= 
tion that the Home Office organization of The Lincoln 
National Life Insurance Company can give. He is 
backed by a Loyalty which never tires. It directs his 
attention to the best selling methods and handles his 
business with an efficiency and dispatch that makes for 
more and better production. 


You get the ‘“‘L’”’ that counts for most when you 
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The Lincoln National Life Insurance Co. 


/ “Its Name Indicates Its Character’”’ 
Lincoln Life Buildiag FORT WAYNE, INDIANA 
Now More Than $235,000,000 in Force 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 


IMinois Wisconsin Missouri Michigan Pennsylvania 

Aurora Milwaukee St. Joseph Bay City Altoona 

Cicero Racine St. Louis Flint ‘ Chester 

Decatur Superior Grand Rapids _ Erie 

East St. Louis Madison Nebraska Jackson Harrisburg 

Joliet Omaha Kalamazoo Philadelphia 

Rockford Kansas Lansing any 
Wichita New Hampshire Saginaw Wilkes Barre 

Indiana Topeka Concord York 

Evansville Manchester 

ary Nashua 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cidentjor sickness. 

Premium Rates—The Lowest 

Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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NOW READY 


Graphic Selling Charts 


By F. H. KORTRIGHT 


A POTENT AID TO AGENTS IN SELLING 
LIFE INSURANCE 
COLORED GRAPHS THAT ENABLE THE AGENT 


TO 

FIX THE PROSPECT’S ATTENTION 
INSPIRE HIS INTEREST and 
SECURE HIS APPLICATION 








Each Chart Is Accompanied by Explanatory Text 
1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Charts 
38—Eight Practical Canvasses with Charts 
4—How to Study and Demonstrate Charts. 
GRAPHICAL DIAGRAMS 
SERIES B—POLICIES 


GRAPHICAL DIAGRAMS 
SERIES A—GENERAL FACTS 
1—An Insurable Asset : 1—Participating 20 Year Endowment 
2—Figure It Out Yoursell aor 2—Participating 20 Payment Life 
3—Amount of Insurance $100 per Annum will Buy on Various Plans $-—~—Particinating Gedinary: [ile 
4—We All Must Die (Expectancy, etc.) 4—Continuous Monthly ‘Income 
5—Increasing Cost of Insurance Premiums at Different Ages ? 
6—Percentage of Deaths from Most Common Diseases 
7—Can You Afford More Insurance? 
8—Capitalized Value of Various Annual Incomes SERIES C—CLAUSES AND OPTIONS 
9—How Much Insurance Should a Man Carry? 
10—A Comparison—Fire and Life Insurance 
11—If You Should Die 
12—The Value of the Loan Feature 
13—Growth and Strength of Old Line Companies 
14—Of 100 Men, Those Incapable of Self-Support at Various Ages 


1—A Comparison—Ordinary, 20 Pay. and 20 Year End. 
2—Premiums, Cash Sur., Paid-Up Insurance 

3—Settlement Privilege No. 1 

4—Settlement Privilege No. 2 

5—Disability Clause—20 Pay. Participating 

6—Extended Ins. Clause—Participating 20 Year Endowment 


15—A Few Startling Facts—You? Your Widow? 
7—Extended Ins. Clause—Participating 20 Payment Life 


16—The Varying Fortunes of 100 Average Men 


CHARTS ARE PRINTED IN SIX COLORS AND BOUND IN FLEXIBLE LOOSE LEAF BINDER 


PRICE $10 


Send for illustrated circular Discount for quantity orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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HOMICIDES IN AMERICAN AND CANADIAN CITIES 


By Dr. FREDERICK L. HOFFMAN 


Consulting Statistician, 


O evidence can possibly bring out in more 
glaring contrast the unenviable position of 
the United States 
violence than the comparative homicide 
rates of American and Canadian cities. It 


for crimes of extreme 


is curious that regardless of the wealth 

of discussion of the subject no precise con- 

trast should have been presented to em- 
phasize facts of the very first importance and certainly to life 
insurance companies, 

In the table following the rates of ten Canadian cities with 
a total population of 2,095,000 in 1921 are compared with the 
corresponding rates for twenty-eight American cities which in 
1921 had a total population of 20,588,000. The average rate 
for Canadian cities is shown to have been 1.7 per 100,000, while 
for American cities the average rate was 8.8. The highest rate 
on record for Canadian cities occurred in the year 1915, when 
it reached 2.3 per 100,000, while the highest rate for American 
cities occurred in 1921, when it attained to 9.3 per 100,000. 

In other words, with due regard to population, to every death 
from homicide in Canadian cities there occurred 5.2 homicides 
in American cities. Furinermore the homicide rate for Amer- 
ican cities in 1921 was the highest on record, while the rate for 
Canadian cities during the same year was below the average. 
The data by single years for the decade are shown in tabulation 
form as follows: 


_— 


Information for Edmonton is confused for some years by the inclusion of deaths 
from homicide for the entire province, so that the rate could not be accurately cal- 
et, but the returns have been included in the calculation of the average for the 
€n cities. 


The Prudential Insurance Company of America 


TABLE No. 1 
DrATHS FROM HomicmwE, AMERICAN AND CANADIAN CITIES, 1912-1921 


Canadian Cities 
2,095,000 


Rate Per 
160,000 100,000 
Number Population Number Population 

1,446 8.3 25 1.5 
1913 575 8.8 35 2.0 
1014 ,506 8.5 32 1 By 
IGI5 8.6 42 - 23 
IQIG 742 9.1 20 pe 
NON Facieiccc teen ene gicewelae« ; 9.1 gl 1G 
1018 672 8.4 42 22 
0) 0 aaa 8 9.1 38 1.9 
RO io oS er ee 75 8.5 26 3 
9.3 20 1.4 


American Cities 
Total population, 1921................ 20,588,000 


Rate Per 


BOR a sd sare wie Sig Wee Miaataetaiars 


16,889 8.8 320 1 


BQN BBs cb le dan ewns eaweines 

By individual cities the rates show a comparatively limited 
range from 0.3 for Quebec to 3.8 for Vancouver. The range 
for American cities during the same year was from 1.4 for 
Hartford to 56.8 for Memphis. 

In the absence of information in matters of detail, particu- 
larly as regards methods used, it would be difficult to conjec- 
ture as regards the possible reasons for this immense disparity 
in the liabiiity to capital crimes, but it is reasonable to suppose 
that the influence of the law and the adequacy of the punish- 
ment attain to a higher degree of proficiency in Canada than 
in this country. 

The subject is certainly one deserving of extended consid- 
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eration, but no very useful results are likely to follow a super- 
ficial inquiry or one which does not consider all the facts in- 
volved in the committing of the crime, in the trial of the ac- 


cused and in the degree of severity of the sentence imposed. 


There is a wealth of useful material in Canadian and British 
statistics which could be used to good advantage by the people 
of the United States to shake their traditional belief in the evi- 
dence that it is in very truth a land of law and order and one 


in which the punishment is made to fit the crime. 


TABLE 2—DEATHS FROM HOMICIDE, CANADIAN CITIES, 1912-1921 
Rate Per 


Homicides 100,000 Population 
) 


DEONEEER, eccesstn cata anes ere wines. weather taeeieles 100 1.8 
PANO oto s5s bade acids noseantiemiewe eae 3 0.3 
AWA sires atin overs aii theea nia aaa Rane 10 1.0 
EAAAMIEODY Shecpreisisdt cowtire sc ate pI aaa ee ee 13 IR 
OEONEO 5 5.5. tars oo isl yx ane rwseotes 54 bel 
NVITIPCD «cans oh at naa ediase a anes cnatrdasknseen 22 1.2 
GOIOUION) cake-es Os4.dern sean aed aussie 51 

NVANCOUVED sicindoadone wean wrarascogreuieecd 42 +8 
WARORIA 26,.ch ne mew ocseie Se 4 ORS eee 9 2.4 
CANA oes cstcicnnsnal cone nedieeaauweacanmnls 10 1.3 

“320 1.7 





HEALTH AND ACCIDENT UNDERWRITERS 
CONFERENCE 


Thomas S. McMurray Urges Companies to Present Problems to 
Commissioners as Frankly as Possible 


(By a Staff Correspondent) 


INDIANAPOLIS, IND., March 7.—The mid-year meeting of the 
Health and Accident Underwriters Conference opened Tues- 
day morning at the Severin hotel, Indianapolis, there being an 
attendance of about seventy-five when President Budlong called 
the meeting to order. In opening the conference, President 
Budlong stated that he had attended every meeting for fourteen 
years and that the benefits received came not alone from the 
papers and discussions on the floor of the convention, but from 
the contact with the members and the informal talks in the 
hotel lobbies and other places. 

Hon. Ed. Jackson, Secretary of State, gave the address of 
welcome, which was responded to by Isaac Miller Hamilton in 
his usual happy manner. 

This was followed by an address by 
McMurray, Jr., Indiana Insurance Commissioner, who stated 
in his introduction that his remarks were not intended to be 
antagonistic, but were offered in a spirit of constructive criti- 
cism. He said that he had noted a reluctance on the part of 
the companies to be frank with the commissioners and gave it 
as his belief that there were some instances in which the com- 
panies might be corrected. He mentioned that in many cases 
the policyholder is deceived as to the benefits payable under 
the policy, owing to the fact that the principal sum is printed in 
the policy in large type and is restricted in smaller type. He 
also mentioned that the accident policies given by newspapers 
created dissatisfaction because the benefits are restricted far 
more than the policyholder realizes. Furthermore, the com- 
missioner said the cancellation clause is unfair, for the com- 
pany can cancel the policy without the policyholder being able 
to do so. He hinted that the benefits should be standardized 
or the departments might take action. 

The reports of the various committees followed, and with 
few exceptions these covered routine matters. The report of 
the manual committee showed that 114 non-conference compa- 
nies and eighty conference companies are using the Conference 


Hon. Thomas S. 


Manual, and the report of the educational committee stated that 
arrangements have been made to begin sending out a weekly 
educational letter in the near future. 

L. D. Cavanaugh, vice-president and actuary of the Federal 
Life, then read a paper on the value of statistics to accident 
and health companies. Information is necessary to conduct any 
business, he said, and life insurance companies have operated on 
scientific information for many years, while health and accident 
companies are not using valuable statistics to any such extent. 
He mentioned some of the important information secured by 
his company as a result of investigations along this line, one 
notable thing being the tendency of claims to jump at the end 
of weekly periods, showing that it is the practice of claimants 
to add a day or two in order to make the claim in full, even 
weeks. 

A discussion of Mr. Cavanaugh’s paper followed. 
Grant of the Business Mens Assurance Company said that he 
believed the tendency to make claims in even weeks, as men- 
tioned by Mr. Cavanaugh, was caused by the fact that the policy 
rules mention a weekly indemnity and that it could be overcome 
by mentioning a monthly indemnity instead. In fact, his com- 
pany has been doing this for several months, he said, and had 
been giving a one hundred dollar monthly indemnity instead of 
twenty-five dollars weekly, which, in addition to stopping the 
tendency to put in claims for even weeks reduces the com- 


President 


panies’ liability about 6 per cent and has caused no complaints. 

The afternoon session opened with a paper on mutual credit 
rating by F-. L. Andrews, president of the Columbian Protection 
Association, Binghamton, N. Y., in which he described his 
subject as the confidential relation between the home office and 
the field workers and cited examples in his company to show 
how such relations have been established and how benefits to 
the company as well as to the agents have resulted. 

rank P. Manley, president of the Indianapolis Life, then 

(Continued on page 17) 
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STATUS OF INSURANCE BROKERS 
OR many years past it has been the 
fF common understanding that the in- 
surance broker is the agent of the in- 
sured, and not of the company, although 
he may derive commission from the in- 
surance company, or its agent, for plac- 
ing business with it. A section in the 
proposed new insurance code for the 
District of Columbia would make the 
broker the agent of the company, so far 
as the payment of premium is concerned 
—that is, if the insured had paid the 
premium to his broker, such payment 
would be construed as having been made 
to the insurance company, in the event 
of any dispute. A local court in Brook- 
lyn recently took the view that in such 
a case the broker is properly regarded 
as being the agent of the company. 
There are several angles to this propo- 
sition. The insurance, company would, 
naturally, prefer the condition which has 
heretofore ruled in this respect, that the 
broker is the agent of the insured, for it 
leaves the company free to cancel a policy 
ior non-payment of premium when the 
broker neglects to turn over the premium 
to the insurance company after having 
collected it from the insured. Similarly, 
the company might deny liability in case 
of aloss under a policy for which it had 
not received the premium, even though 
the latter had been paid to the broker. 
On the other hand, the policyholder 
would, presumably, prefer the construc- 
tion that the broker is the agent of the 
insurance company, so far as the collec- 


tion or payment of the premium is con- 
cerned, for this would better establish 
the position of the insured when he has 
paid his premium to the broker. 

So far as the brokers are concerned, 
the more substantial and financially well- 
established of them would, apparently, be 
glad to have the brokers considered as 
agents of the companies in respect to the 
payment of premiums, for brokers of this 
class are prompt in making their pay- 
ments and would not be likely to impose 
trouble or loss upon their customers by 
reason of delayed payments of premiums. 
The line of cleavage is less difficult in 
the cases of the insured and the insur- 
ance company, whereas the brokers would 
probably be divided among themselves as 
to the desirability of the proposed enact- 
ment for the District of Columbia. It 
has always seemed rather an anomalous 
situation for the broker to be remune- 
rated for his work by the company, and 
yet be considered the employee or agent 
of the insured; but this condition has 
existed for so long and is so well estab- 
lished that it 1s a question whether or not 
it is desirable to disturb it. 


MORE ABOUT MONOPOLISTIC STATE 
FUNDS 

HE arguments, pro and con, for a 

monopolistic State Insurance l'und 
in New York are bewildering to the aver- 
age layman, if not to the experienced 
compensation expert. Out of the hubbub, 
two facts are clearly established, the most 
important of these being that organized 
labor is determined to force the issue, 
if possible, for reasons best known to 
itself, although others, 
and the second is that the legislature is 
not favorably inclined toward the bills 
pending, although it may yet yield to the 
The advantages of a 


suspected by 


laborite pressure. 
monopolistic fund to the workman him- 
self are exceedingly doubtful, despite the 
The 


present competitive fund is admittedly far 


contentions of the labor leaders. 
behind in its work, because of lack of 
funds and the present Industrial Com- 
missioner is asking a special appropria- 
tion as well as removal of the statutory 
expense limit, now fifteen per cent. These 
are facts; yet, in a long statement, the 
\merican Association for Labor Legis- 
lation contends that monopolistic funds 
have an expense ratio of only four per 
The possibility of operating any 


5 


cent. 


kind of workmen’s compensation insur- 
ance, even under idealistic conditions, at 
an expense ratio of four per cent is al- 
most too ridiculous for comment. Com- 
mon sense dictates a denial of such a 
condition. The same organization makes 
reference to huge losses through disas- 
trous failures of stock insurance com- 
panies during the past three or four years. 
But the records of The Spectator Com- 
pany fail to substantiate this statement 
and, in fact, there has been only one such 
failure in New York State in a number 
of years. The statement is also made 
that there were no failures among the 
mutual companies, a_ statement 
which might mean almost anything, de- 
pending upon the construction of the word 
“large.” 

The law-makers are obliged to listen, 
on the one hand to the policy of Presi- 
dent Harding to keep the government out 
of business and, on the other, to the de- 
termined mouthings of certain socialists 
who masquerade as labor leaders and who 
are determined to put the government in 
business. An adage of childhood days 
runs like this: “There is no choice be- 
tween rotten apples.” We are reminded 
of it at this point because of its total lack 
of application. 


large 





N interesting subject in connection 

with life insurance is the extent to 
which women are purchasers thereof. It 
seems to be the consensus of opinion 
that in industrial insurance about fifty 
per cent of the policyholders are women. 
In ordinary insurance the percentage. is 
much lower, and would probably average 
about eight per cent in number of policies, 
and a smaller percentage in amount of 
insurance in force upon the lives of 
women. These figures, however, indi- 
cate a growing interest in the subject of 
life insurance on the part of the women 
of the country, and it may be reasonably 
expected that, from year to year, a grow- 
ing number and percentage of women will 
take advantage of the benefits of such 
protection. 





George L. Dyer Incorporates 

The George L. Dyer Agency, St. Louis, Mo., 
general agent of the Columbian National Life 
of Boston, has incorporated with officers and 
directors as follows: George L. Dyer, presi- 
dent; Earnest N. Tuttle, vice-president; John 
W. Anderson, vice-president ; Eugene O. Bacon, 
secretary-treasurer. 
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‘Hark, Hark, 
The Dogs Do Bark’’ 


They barked, you remember, because the beg- 
gars were coming to town. There were three kinds 
of beggars: “Some in jags, some in rags, and some 
in velvet gowns.” There should be little to say 
about those in jags, since the eighteenth amend- 
ment; but the other classes deserve comment. 


Those in rags had reached the bottom. They 
had met life and surrendered. Denied the help of 
others they must freeze or starve. Yet some one 
might have prevented this; for every man sees a 
time when the road to prosperity is open if he will 
work, save, and protect. 


Those in velvet gowns were on the way. They 
still had something which was slipping away from 
them, because they would not hold—would not 
guard what they had. There are millions of these 
future beggars, in velvet gowns today. They have 
—but they will not hold. They get—but they 


will not keep. 


Stay away from such bad company. You be- 
long with the successful people who protect them- 
selves and those who depend upon them. Endow- 
ment Life Insurance is a bar against beggary. 


Place it across your door. 


The Prudential 
oben Insurance Company of America 
aan” EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 











Michigan Legislation 


LanstnG, Micu., March 5.—The House of 
Michigan Legislature Monday night passed bil! 
No. 84, introduced by Representative Bradley, 
Diderot 
St eae Bee 5 OT $25 at the 
time of filing their annual reports with the Ip. 
surance Department. It now goes to the Sen- 
ate. House bill No, 145, introduced by Repre- 
sentative O’Brien, making life insurance Policies 
incontestable after two years, except during the 
lifetime of the insured, was passed by the com. 
mittee of the whole of the House Monday 
night. It is now advanced to the order of third 
reading of bills. 

House bill 194, by Representative Smith, pro- 
viding that mutual companies may levy assess. 
ments on members “in good standing” only, was 
passed for a day upon request of the author 
when it was up for consideration in the com- 
mittee of the whole Monday night. 

House bill No. 144, by Representative O’Brien, 
which would permit the Conductors Protective 
Association of Detroit to write life annuities 
and unemployment insurance, was passed by the 
committee of the whole of the House Monday 
night. It is now advanced to the order of third 
reading of bills. House bill No. 222, by Repre- 
sentative Smith, extending the redress action 
of mutual policyholders to court, also was 
passed by the committee of the whole and is 
now advanced to third reading of bills. 

A proposal that the Michigan Inspection Bu- 
reau headquarters would be moved to Lansing 
from Detroit, in order that the Michigan Insur- 
ance Department would have easy access to its 
records, was made to Governor Groesbeck and 
Insurance Commissioner Hands by Ernest H., 
Palmer, Chicago, representing the opponents of 
Senate bill No. 69. This is the administration 
fire rating bill. 

The proposition was made as a method of get- 
ting together on the question of compelling the 
Bureau to file copies of all schedules with the 
Insurance Department. Mr. Palmer suggested 
that if the Bureau was moved to Lansing, Sec- 
tion 8 of the fire rating bill would not be neces- 
sary. This is the compulsory filing clause of 
the measure. 

After the conference, Governor Groesbeck 
declared that the proposal would not be ac- 
cepted and that the administration stood on the 
provisions of Section & A meeting of the 

House insurance committee was called Monday 
night by Chairman O’Brien for Tuesday morn- 
ing, An effort will be made to reach some 
agreement on the fire rating bill at this com- 


mittee meeting, it was said. 


Short Lessons in Life Insurance 


I find “Short Lessons in Life Insurance” ver! 
interesting as well as informing. You treat 
the subject very clearly, so as to he easily u 
derstood by the layman, yet attractive to the 
well-informed man. You state principles an 
facts in a very attractive manner, and I predict 
a successful sale for the book.—IV. D. Ratlif 
Manager. Reserve Loan Life. 
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Presbyterian Ministers Fund Still 
Progressing 
Antedating the Government of the United 
Staies, the Presbyterian Ministers Fund of 
Philadelphia, which is now in its 164th year, 
shows by its statement as ol December 31, 
1922, that it made handsome progress during 
the past year. The fund is the oldest life in- 
surance organization in America, and it special- 
ies in providing protection fer the families of 
ministers of evangelical denominations. Its 
record for many years past has been one ot 
progress, both in financial strength and in the 

extent of its usefulness. 

In round figures, some of its advances dur- 
ing the past year were as follows: In assets, 
$1,120,000; in surplus (unassigned funds), 
$130,000; in premium income, $133,000; in in- 
surance written, $462,000; in insurance in force, 
$2,764,000; in policy reserve, $773,000. 

At the close of last year the Presbyterian 
Ministers possessed admitted assets 
amounting to $12,294,048, and after setting up 
its policy reserve of $10,785,151 and providing 
for all other liabilities, including $321,973 of 
payaole in 1923, 


Fund 


dividends to policyholders, 
there remain unassigned funds of $693,070. 

Last year the new business written, including 
revivals, amounted to $4,803,009, and the out- 
standing insurance at the end of 1922 was 
$36,750,250, covered by 18,740 policies. 
The premium income in 1922 was $1,721,853, 
and the payments to policyholders amounted to 
$1,187,459. This latter item included the sum 
of $305,659 of dividends applied to purchase 
paid-up additions, etc.; for death claims, $199,- 
206: for matured endowments, $242,488; for 
annuities, $8757, and for surrender values, etc., 
$431,349. 

Among the company’s investments are: Real 


mortgage loans, $163,210; 


estate, $201,619; 
loans to policyholders on the security of polli- 


cies, $2,621,800; bonds and stocks, $8,421,925; 
cash, $116,649; interest accrued, $89,059; un- 
collected premiums, $637,114, and other minor 
items. The chief liability of the company is its 
net policy reserve, $10,785,151. It has also 
reserved $321,973 for dividends, payable in 
1923, and maintains funds to cover excess 
mortality, security value fluctuations, etc. The 
amount of its unassigned funds or surplus, after 
making provision for all liabilities, is $693,070. 

It is evident from the foregoing statement 
that the Presbyterian Ministers Fund is keep- 
ing up its yearly record of progress and is an- 
nually rendering service in a larger degree to 
those in its particular field of operations. It 
is also apparent from the foregoing facts that 
the year 1922 was the most successful one in 
the company’s history since its organization in 
1759; and this is the more noteworthy because 
of the restricted classification of persons to 
whom the fund offers its protection. It is 
manifest that the same opportunities for largely 
increasing business are not ‘open to the fund, 
which are available to companies writing a gen- 
eral business. The mortality experience, last 
year, was very favorable, the actual mortality 
having been less than 32 per cent of the ex- 
pected upon all the business in force, and the 


rate was even more favorable upon the busi- 
ness written in 1921. The saving on mortality, 
last year, exceeded $220,000. From these fig- 
ures it is obvious that the risks insured by the 
Presbyterian Ministers Fund are of an ex- 
ceptionally favorable character. 

No agents are employed by the Presbyterian 
Ministers Fund for the gathering of its busi- 
ness. It obtains its new members by corre- 
spondence, the system followed having been 
devised by President Perry S. Allen and having 
worked out with a high degree of success, as is 
demonstrated by the writing, last year, of nearly 
$5,000,000 of insurance. This plan enables the 
fund to maintain its expense rate at a very 
low level, its entire disbursements, last year, 
aside from payments to policyholders, having 
only been about $123,000. The income exceeded 
the disbursements, last year, by over $880,000. 

Perry S. Allen, president and actuary of the 
Presbyterian Ministers Fund, has administered 
its affairs for twenty-nine years past and has 
succeeded in steadily building up the business 
and financial strength of the fund. The fund 
has a record of 164 years of continuous and 
honorable operation, and has begun the cur- 
rent year with a bright outlook for further 
progress. 


New York Sales Congress 

The one-day sales congress to be held under 
the auspices of the Life Underwriters Associa- 
tion of New York at the Hotel Astor, March 
15, promises to be an event extraordinary. Fine 
speakers have been secured, as follows. <A. O. 
Iliason, president of the National Association 
of Life Underwriters; Robert Moore, president 
of Boston Association of Life Underwriters; 
James L. Madden, manager of the insurance de- 
partment, United States Chamber of Com- 
merce; Griffin M. Lovelace, director of the life 
insurance training course, New York Univer- 
sity, and Charles L. Langmuir, assistant super- 
intendent of agencies of the New York Life 
Insurance Company. 

The association will hold its thirty-seventh 
annual banquet at the hotel in the evening. 
Bainbridge Colby, Secretary of State in the 
Wilson cabinet, will be a speaker. Col. Francis 
R. Stoddard, Jr., Superintendent of Insurance, 
and Dr. Franklin C. Wells, medical director of 
the [Equitable Life Assurance Society, New 
York, complete the program. 


Life Insurance Laws of 1922 Issued 

“Life Insurance Laws of 1922” is now being 
mailed to its member companies by the Asso- 
ciation of Life Insurance Presidents. In the 
preface to the volume Manager George T. 
Wight briefly reviews the life insurance legis- 
lation of last year as follows: 

lorty-seven new or amendatory bills affecting 
foreign life insurance companies which became 
law during 1922 are included in this volume of 
250 pages. These acts are, arranged according 
to crigin, as follows: Massachusetts, io; New 
York, 7; Mississippi and Virginia, 4 each; 
Maryland and Alberta, 3 each; Kentucky, Louis- 
iana, New Jersey, South Carolina, British Co- 
lumbia and Saskatchewan, 2 each; Dominion 
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Parliament, Nova Scotia, Ontario and New- 
foundland, 1 each. 

In addition to the United States Congress 
and legislative sessions in the above-named 
jurisdictions, regular sessions were held in 
Georgia, Rhode Island, Manitoba, New Bruns- 
wick, Prince Edward Island and Quebec, and 
special sessions in Arizona, Colorado, Nebraska, 
New York, Ohio (2), Wisconsin, Alberta and 
Saskatchewan. No laws enacted at any of these 
sessions required reprinting here. 

Thus, besides the two regular and two 
extraordinary sessions of the Sixty-seventh 
Congress and the regular session of the Canad- 
ian Dominion Parliament, there were eleven 
regular and seven special sessions in the United 
States, nine regular and two special sessions 
in Canada and one regular session in the Brit- 
ish Colony of Newfoundland—a total of thirty 
sessions in 1922. The constitutional convention 
of Illinois adjourned on October 10. Its re- 
vision of the constitution was rejected at a 
special election on December 12. The Mis- 
souri Constitutional convention has recessed un- 
til April 15 next. 

It is worthy of note that 1922 is the only 
year since those volumes have been published 
that the United States Congress enacted no 
law which required reprinting therein. 


Differences with Grizzard System Adjusted 

Lansinc, Micu., March 3.—Differences re- 
garding advertising matter existing between the 
Grizzard plan of protective life insurance and 
Commissioner Leonard T. Hands have been 
adjusted and the license of the Grizzard system 
was renewed as of March I. 

At a conference this week between Commis- 
sioner Hands and James A. Grizzard, head of 
the system, it was agreed that the Grizzard plan 
would not do any advertising in the future such 
as the Commissioner had objected to. Com- 
missioner Hands had claimed that the Grizzard 
advertising was misleading, in that it gave the 
impression that the First National Bank of 
Detroit was in back of the insurance. Repeated 
warnings, the Commissioner claimed, had failed 
to produce any change in the advertising matter, 
and he then wrote a letter saying that the sys- 
tem’s license would not be renewed as of 
March rf. 


Arrange for American Life Convention 

The officers of several old line life insurance 
companies met in Des Moines recently to in- 
augurate arrangements for the next annual 
meeting of the American Life Convention, 
which will be held in Des Moines, September 
24, 25, 26, 27 and 28. The Fort Des Moines 
hotel will be headquarters. The first two of 
these dates will be consumed in the meeting of 
the legal section. 


Irving S. Hoffman Connected with 
Standard Life 

Irving S. Hoffman, formerly connected with 
the Ohio State Life of Columbus, has become 
executive representative of the Standard Life 
of Pittsburgh. Mr. Hoffman will cultivate the 
company’s large list of stockholders with the 
idea of increasing business and enlarging the 
agency force. 
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Business Statement, December 31, 1922 
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More than those of any other Insurance Company in the World 


perenne tr Annets during VOGT... ccc ccc cee ene e sw adesnaanannts 144,267,300.69 
More than that of any other Insurance Company in the World 
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a ere 340,668,301.30 


More than that of any other Insurance Company in the World 


ee a re 38,685,601.91 


More than that of any other Insurance Company in the World 


Total Insurance placed and paid for in 1922....................0-008- 1,802,110,686.00 
More than ever placed in one year by any Company in the World 








Gain in Insurance in Force in 1922.............000 000. ccc eee 801,849,118.00 


More than that of any other Company in the World 


Number of Policies in Force December 31, 1922....................... 
More than that of any other Company in the World 


Number of Policy Claims paid in 1922... .............0 00. cece eee eee 


Averaging one claim paid for every 24. seconds of each business day of 8 hours 
Payments to Policyholders averaged $803.81 a minute of each business day of 8 hours 


Dividends payable to policyholders in 1923. .................00.00 000. 
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nually, semi-anually, quarterly or monthly)....................... $4,395,324,118 , 
More than that of any other Company in the World : 
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PENN MUTUAL ANNIVERSARY 


SOUVENIR 
Company’s Achievements Chronicled— 
Resume of Seventy-five Years of 
Activity 


The Penn Mutual Life Insurance Company, 
Philadelphia, has sent out to its policyholders 
and friends a souvenir book which has been 
compiled to commemorate its seventy-fifth 
anniversary. Printed under an attractive, gold- 
titled cover, the volume is profusely illustrated 
with photographs of all the presidents and chief 
officers who have held office since the company 
began business. Pictures of agency meetings, 
sport activities, buildings and old policy repro- 
ductions fill the book, together with detailed 
accounts of the high lights in the history of 
the Penn Mutual. 

A supplement sheet carries a drawing of 
William A. Law, president of the company, and 
gives a short description of his life and accom- 
plishments prior to his acceptance of the post 
of chief executive. The financial statements 
of the company are given year by year and 
the growth of this successful enterprise is 
strikingly portrayed. This souvenir volume 
will prove of interest not only to those per- 
sonally identified with the Penn Mutual, but to 
the insurance fraternity generally, for it gives 
the main features in the existence of a com- 
pany whose achievements form a distinct part 
of the history of life insurance during the past 
three-quarters of a century. 


Interesting Facts from Northwestern 
Mutual’s Statement 


In the report made to policyholders of the 
Northwestern Mutual Life of Milwaukee, by 
President Wm. D. Van Dyke, some interesting 
features are brought out. A comparison of the 
new business of 1922 with that of 1921 by 
quarters, shows that there was a decrease of 
over $10,000,000 in the first quarter of last 
year; a decrease of about $1,000,000 in the sec- 
ond quarter; a gain of $7,700,000 in the third 
quarter, and an increase of $9,500,000 in the 
last quarter, the gain for the year having been 
over $6,000,000. 

The mortality last year was but 50 per cent 
of expected, and the insurance in force in- 
creased over $149,000,000. The new business 
in 1922 amounted to $265,781,865, exclusive of 
$9,001,857 of restorations, dividend additions, 
ete, and the year closed with $2,4909,629,811 of 
insurance outstanding. The assets increased 
over $39,000,000 to $546,296,308, and the con- 
tingent reserve advanced nearly $8,800,000 to 
$33,620,640. 

Important Gains of Acacia Mutual Life 

During the year 1922 the Acacia Mutual Life 
Association of Washington, D. C., formerly 
the Masonic Mutual Life Association, made 
excellent advances in important features of its 
statement. As disclosed by the report of the 
joint examination of the association by six 


State insurance departments, its assets Decem- 
her 31, 1922, were $6,828,345, and after caring 
for all liabilities and providing a reserve on the 


\merican I:xperience Table with 3% per cent 
interest ($5,927,159) there remains a surplus 
of $748,408. 


sum of $6,675,567 to protect current contracts. 


The association thus shows the 


Among the increases during the past year were 
the following: In assets, $2,214,850; in sur- 
plus, $431,447, and in insurance in force, $21,- 
462,805. The association wrote $39,898,050 of 
insurance during the past year, and closed the 
1922 with $122,685,100 of insurance in 

William Montgomery is president of 
this enterprising organization, as to which the 


year 


force. 


examiners say that it has been liberal in its 
the present 
management is most capable and efficient. In 


treatment of policyholders and 


accounting for the increases in surplus, the 
examiners stated that the reasons for same are 
the extremely favorable mortality experience, 
low operating cost and favorable investments. 
The association has made steady progress dur- 
ing recent years and is now stronger than ever 
before. 


Noteworthy Increases of Philadelphia Life 

Among the gains noted in scanning the state- 
ment of the Philadelphia Life Insurance Com- 
pany as of December 31, 1922, are the follow- 
ing: In insurance in force, $1,527,070; in as- 
sets, $707,395, and in surplus to policyholders, 
The company now reports $64,404,- 


force. Its assets now 


$34,066. 
838 of insurance in 
aggregate $8,863,197, and after providing a re- 
serve as to policyholders of $7,598,346 and 
caring for other liabilities, there remains a sur- 
plus to policyholders of $775,583. The sum of 
$135,115 was paid as dividends to policyhold- 
ers, last year, and the amount of $277,432 stands 
to the credit of policyholders as dividends. In 
1922 the death and disability losses paid aggre- 
gated $612,971, and matured endowments paid 
amounted to $33,952. To January 1, last, the 
amount paid to policyholders and held for their 
$15,526,946. President Clifton 
Maloney and his associate officers should feel 


benefit was 


eratified with the results of last year’s opera- 
tion. 
Sun Life’s Best Year 
During 1922, the fifty-first year in the his- 
tory of the Sun Life Assurance Company of 
Montreal, 
recorded as compared with the previous year. 


Canada, substantial advances were 
The new business written reached $107,225,- 
248. and the company closed the year with 
$631,404.69 of insurance in force. These 
figures indicate the company's leading position 
in the Dominion of Canada. In addition to its 
home country, the Sun Life operates on five 
continents and has active agencies in more than 
fifty countries. Among the noted 


during the past year was one of $5,144,172 in 


increases 


income, which amounted to $36,251,322; one of 
$44,716,731 in assets, which now aggregate 


$174,088,858, and one of $3,885,511 in surplus, 
which latter now stands at $14,269,420. Last 
vear the Sun Life demonstrated its usefulness 
to policvholders and beneficiaries by paying 
them $15,615,505, while $2,673,816 was paid or 


allotted as dividends. The payments to policy- 
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since have 


aggregated 
from these 


holders organization 
$129,770,509. It is very evident 
figures that the Sun Life made new high rec- 
ords last year—in fact, it was the best year in 
the company’s long history. 


RULES ON REINSTATEMENT 
Commissioner Button Has New Plan 
Joseph Button, Insurance Commissioner of 

Virginia, has issued a ruling on the reinstate- 
ment of life policies as follows: 

It appearing that the present method of rein- 
statement of lapsed life insurance policies by the 
payment of all past due premiums with inter- 
est is impracticable and in many cases pro- 
hibitive, and that it is to the advantage of the 
insuring public that less rigorous methods of 
reinstatement be made possible, therefore, in 
consideration thereof, the following alternative 
transaction is approved: 

An insurance contract upon the life of a per- 
son which has lapsed and has remained in lapse 
for a period not shorter than six (6) months 
nor longer than two (2) years, and upon which 
no surrender value has been allowed or which 
has not been continued in force by virtue of 
any non-forfeiture provision thereof, may be 
converted and such person contemporaneously 
reinstated by agreement between the company 
and such person, such converted contract to 
bear a date identical with or subsequent to 
that of the lapsed contract and to be upon 
the same or any other plan and in the same or 
any less amount; provided that the converted 
contract must be entered into and delivered be- 
fore the expiration of the period for rein- 
statement provided in the lapsed contract, and 
if said lapsed contract contained no provision 
for reinstatement, then such reinstatement and 
conversion may not be made. The premium 
paid upon reinstatement for such converted 
policy shall be as agreed upon between the 
company and the insured, except that in no 
case shall any portion of any premium paid on 
the original contract be applied as a credit on 
the premium due for the current policy year 
on the converted policy at the date of rein- 
statement or on any subsequent premium on 
such converted policy, and that in every case 
the provisions of Section 4222 of the Code of 
Virginia of 1919 against discrimination and 
rebating shall be strictly complied with. 

No policy may be reinstated under the above 
method upon which the premium is payable in 
weekly or monthly instalments. Every ap- 
plicant for reinstatement whose policy is capable 
of reinstatement under the above plan must be 
eiven the option of reinstating under the above 
plan. No company shall be allowed the priv- 
ilege of reinstating any of its policies under the 
above method unless or until it shall have sub- 
mitted in writing to the Commissioner of In- 
surance the details of its proposed plan of re- 
instatement, and such proposed plan shall have 
heen approved and not subsequently disapproved 
by him. 


Alabama Agents of Metropolitan Life to 
Meet 

BIRMINGHAM, Atra., March 3.—A big meet- 
ing of Alabama and Mississippi representatives 
of the Metropolitan Life Insurance Company 
has been called in Birmingham on March 7 and 
& Dr. Lee K. Frankel of New York, third 
vice-president of the company, will be here. He 
has special charge of the social service work 
of the company and he has been invited to ad- 
dress some of the civic clubs while here. Repre- 
sentative business men of Birmingham will be 
invited to the dinner that will be held at 7 p. m., 
March 7, at the Tutwiler hotel. 
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| Summary of Report of Joint Examination of the Association | 
by the Insurance Departments of . 


ALABAMA, MISSOURI, PENNSYLVANIA, VIRGINIA, WISCONSIN AND THE 
DISTRICT OF COLUMBIA 
as of December 31st, 1922 
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EN rn ee er yt ere es $6,828,344.87 
LIABILITIES 
Death Claims, proofs not complete; Premiums and Interest paid in advance; Dividends 
declared on premiums not yet paid and All Other Liabilities.......... $152,777.69 


BALANCE TO PROTECT MEMBERS’ CONTRACTS: 


Reserve American Experience Table of Mortality and 314% interest on all 
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Excerpts from Reports re 

** All the home office accounts are well systematized and are in charge of very competent employees.” : 


“The addition to surplus during the period under review has been carefully analyzed and verified by us and is 
accounted for in the extremely favorable mortality experience, heretofore mentioned in conjunction with very low operating 
cost and favorable investments, which in itself reflects the excellent management of the Association.” 

“The Association has been liberal in its treatment of policyholders and the present management is most capable 
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Progress of the Association Under the Legal Reserve Plan 
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JEFFERSON STANDARD LIFE IN- 
CREASES CAPITAL 


Stockholders to Declare 100 Per Cent 
Dividend—Capital Now $700,000 

The stockholders of the Jefferson Standard 
Life Insurance Company, Greensboro, N. C,, 
recently adopted a motion amending the com- 
pany’s charter in order to increase the total 
capital stock to $700,000 and application was 
made to the State department to authorize the 
amendment of the charter. The company will 
declare a stock dividend of 100 per cent, in- 
creasing the par value of its shares from $50 
to $100 and turning $350,000 from the surplus 
to the capital account. The Jefferson Standard 
Life will then have about $200,000 surplus and 
will be in a better position to protect the in- 
terests of its policyholders as well as to 
broaden the scope of its activities. 


Masonic Life’s Best Year 


In December, last, the Masonic Life Associa- 
tion of Buffalo, N. Y., celebrated its golden 
anniversary, it having been established in 
December, 1872. At the annual meeting, in Jan- 
vary, President Nelson O. Tiffany gave a brief 
history of the organization, and reported that in 
the year 1922 the association had written the 
largest amount of new business ever put on the 
books in one year, namely, $6,977,500. This 
exceeded the business of the previous year by 
over $1,450,000, and enabled the association to 
report $37,584,500 of insurance in force, Jan- 
uary I, 1923—a net gain of $2,805,500 during 
the year. The lapse rate for 1922 was 7.54 
per cent. Benefits paid, last year, aggregated 
$562,210, and since organization the association 
has paid benefits amounting to $12,080,371. 


Insurance Advertising 
[To the Editor of THE SpPEcTATOR] 


Ranking as one of the oldest and most highly 
esteemed insurance newspapers in this country, 
the editorial expressions of THE SPECTATOR are 
usually ex-cathedra to me, but I am compelled 
to disagree with your recent editorial on 
“Policyholders’ Interest in Advertising.” 

If it is true (and I believe it is) that life in- 
surance, from a business standpoint, is “the 
greatest thing in the world,” it should be adver- 
tised to the world. The great mass of people 
know but little regarding life insurance, and 
only a small percentage of persons in the United 
States, according to your own figures, carry life 
insurance. The ground has as yet only been 
scratched on the surface. 

Every man, woman and child in the United 
States should carry life insurance. Why aren’t 
they insured? Because most of them are preju- 
diced against or ignorant of its benefits. How 
are you going to educate them to know better? 
By agents, Yes, in part; but the companies 
should not depend solely on agents to carry on 
this missionary and educational work, because 
agents have enough to do to get applications. 

If the great corporations of this country de- 
pended solely on their agents, or salesmen, to 
sell their products, most of such concerns would 
Soon he compelled to close their doors for the 
want of trade. They all know that, and for 


that reason they expend hundreds of thousands 
of dollars every year in advertising their prod- 
ucts. Aye, some concerns are spending more 
than a million dollars every year in advertising, 
Preparing in this way the sale of their products 


by their agents. ‘ So should the life insurance 
companies advertise. 

More than anything else in the world to-day 
does life insurance need advertising. Every- 
body should know about it, “from Greenland’s 
icy mountains to India’s coral strand.” It is 
a new gospel that should be preached and pub- 
lished everywhere. Injudicious advertising is, 
however, one of the weakest spots in the in- 
surance business to-day. * 

FRANK W. Bauper, 

Philadelphia, March 1, 1923. 


[The communication above throws out, as if 
valueless, all the logic by which the editorial 
referred to, as well as others, both in Tue 
SPECTATOR and another journal, endeavored to 
show that life insurance cannot be considered in 
the same class with either necessary commodi- 
ties or luxuries. The selling of such com- 
modities is a matter of creating a demand for a 
particular brand and, in some cases, creating 
a market where none existed previously. Life 
insurance is not a luxury, nor yet a necessary 
commodity, nor can it be classed with bonds, 
stocks or real estate, which are property with 
salable values, generally speaking. Life insur- 
ance falls in a class by itself, and the selling of 
it involves certain peculiarities which require 
special attention not possible of attainment by 
newspaper publicity, but undeniably requiring 
the personal touch. It has been proved a fact 
that special literature directly sent to a selected 
mailing list will produce exceedingly satisfac- 
tory results in an educational way. Such litera- 
ture indiscriminately used has not proved always 
effective, and may be classed with newspaper 
advertising. By sending an_educational leaflet 
to a prospect and shortly thereafter following it 
up with a personal call, the agent is not re- 
quired to use his time in educating the prospect, 
as Mr. Bauder suggests. On the other hand, to 
acquire the same result by newspaper and maga- 
zine advertising a continuous and excessively 
expensive campaign would be necessary, result- 
ing, as has been previously remarked in THe 
SPECTATOR, in an unnecessary wastage of policy- 
holders’ funds.—Epitor or Tue Specrator.] 


Bruce T. Work, Manager of Accident and 
Health Department of Standard Life 
of Pittsburgh 


The Standard Life Insurance Company of 
America, Pittsburgh, Pa., announces the asso- 
ciation of Bruce T. Work with the company 
as manager of its accident and health depart- 
ment. Mr. Work has had several years’ experi- 
ence in the accident and health field, having been 
for three years a special and local agent for 
the Travelers Insurance Company at Columbus, 
Ohio, and served as general agent for the Con- 
tinental Casualty Company of Chicago in the 
same city for six years, specializing in the 
accident and health department of the busi- 
ness. For the past two years, Mr. Work has 
been manager of the Better Business Commis- 
sion of Columbus, Ohio, and while located in 
Columbus was president of the Advertising 
Club for two years and devoted considerable 
time to the presentation of advertising and sell- 
ing methods before various schools, clubs and 


II 


organizations. Mr. Work will devote his ener- 
gies for the present to developing the sales 
organization of this department. 


Fidelity Mutual Life Shows Progress 

During the year 1922 the Fidelity Mutual 
Life of Philadelphia, of which company Walter 
LeMar Talbot is president, made notable prog- 
ress in important items of its statement. Thus 
the assets increased over $3,928,000, the policy 
reserve was augmented by some $3,025,000, the 
surplus was increased by $307,000, the premium 
income grew to the extent of $524,000, and the 
company closed the year with a gain of over 
$16,000,000 in insurance in force. Its assets, 
January I, 1923, were $51,430,244, its policy 
reserve was then $43,811,436, and its surplus 
or reserve for contingencies was $2,211,715. The 
premium income, last year, amounted to $8,782,- 
597, and the payments for death claims, matured 
endowments, annuities and surrender values 
were $4,197,775. In addition, there were pre- 
mium reductions of $1,429,569. The insurance 
in force at the end of 1922 was $239,151,520, 
represented by 91,718 policies, and new insur- 
ance paid for, including increases, last year, 
was $30,031,243. The total paid to and held 
for policyholders now amounts to $119,942,113. 


Investment Bill Defeated in New York 


The bill before the Senate of the New York 
Legislature, which aimed to limit the invest- 
ments of all classes of insurance companies to 
Federal, State or municipal bonds, has been 
defeated. 


NEW HAVEN ROAD TAKES OUT GROUP 
POLICY IN AETNA LIFE FOR 7000 
EMPLOYEES 


Insurance Provides Weekly Payments to 
Association Members for Disability in 
Addition to Employees’ Death 

Benefits ‘ 


General Manager C. L, Bardo of the New 
York, New Haven & Hartford and Central New 
England roads made announcement recently that 
as soon as the details could be worked out the 
7000 employees in the Mechanical and Elec- 
tric Transmission and Communication Depart- 
ments, together with their dependents, would 
be protected under a huge group policy involving 
nearly $7,000,000 of life insurance. The pol- 
icy has been written in the Atna Life Insur- 
ance Company and includes, in addition to the 
life insurance, liberal accident and health pro- 
visions for the members of the Mechanical and 
Electric Transmission and Communication As- 
sociations. 

This action of the roads will enable employees 
to secure life insurance to meet immediate needs 
in case of death at minimum cost and without 
medical examination. Under the terms of the 
policy craftsmen are insured for $1000 and 
helpers and apprentices, including car men, for 
$500, the insurance to be payable in event of 
death at any age or total and permanent dis- 
ability occurring before the age of sixty. The 
life insurance becomes effective March 1. 

In addition to the life insurance provided, 
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PHILADELPHIA LIFE INSURANCE COMPANY 


SEVENTEENTH ANNUAL REPORT TO THE INSURANCE DEPARTMENT OF THE 
Balance Sheet, December 31, 1922 


ASSETS 


Investments in Municipal and General Bonds. . 
Mortgages on Real Estate, First Liens......... 
Deposited in Banks and Trust Companies at In- 

terest, and Cash on Hand at Home Office 
Loans to Policyholders 
Premium Notes on Policies in Force........... 
Premiums Due and Uncollected and Deferred 


.$3,091,230 .32 
2,904,550 .00 


389,348 .59 
1,608,172 .97 
76,060 .00 








Premiums, Less Loading................+.. 112,342 47 Miuscellancotis Liabilities. 2.6.66 5. cies ces iic ee 9,636 .00 
PRIDERESEPACCEBEG p50 cuisine aa cedawegcnd se eeees 159,261 .00 I Sync ts oe ay i ge 560,320.00 
BN ENE Sooo ns ois ata ls og, 0 ios ws 6S Sareea ws dd Swe: 522,231 .28 Unassigned Funds (Surplus)................ 215,263 .12 

$8,863,196 .63 $8,863,196 63 
STATEMENT 
insurancedn Parce (Paid tor) cc.<0 kd ccons cews naGeledwes o4s0089 Sao Oe Sad ae es $64, 404, 838 .00 
Increase in Tnstirance in FOrce ..... 2. i ie cc tee ce eee ewan es os 1,527,076 .00 
ed rRNA RCE TS ose asitanais ard aged wale HE w CRMs Dada WE Ga a Gea dle SRS Ger ale 8, 363, 196 .63 
Raise GD ASSES oss casinv oss eeu Be Sew wav 6, yw wi Gita LE OVS AEG rE aua lh suey elwratala ea aaa 707,395 .24 
RESEIVE LO -PDUCVNOIGETS 5. b.c. 5c coe ek es os tesla eed e 8 Oo Ow ees Saga e reels se 7,598,346 .13 
Dividends to Credit of Policyholders. ... 2.6... 0... 00 e eee eee eee ees 277,432 .00 
Dividends Paid Policyholders in 19022..... 0.6... 0.60560 cd ee eersdinnesbawes 135,114.60 
Death and Disability Losses Paid in 1922. eset sao aes Opa ee ath ALES mvaheegeanee Baers 612,971 .48 
Matured Endowments Paid............... : 33,952 .00 
Total Paid Policyholders and Held for their Benefit . ike ds avert a: Sta taed apecanastetes 15,526,946 .09 
a oo a Chg ROSE CEDAR EHS Nee SE OEE fioweo 2 
PRETO SRT LANES oye erases ssn. cth orcas a eles see ebuans wm hate ean 34,065 .79 
OFFICERS 
President Secretary and Treasurer Medical Director Assistant Treasurer 
CLIFTON MALONEY FRANK G. COMBES SAMUEL W. Gapp, M. D THEODORE C. KNaAppP 
Vice-President Actuary Manager of Agencies General Counsel 
/ DUANE, Morris & HECKSCHER 


JACKSON MALONEY ERNEST M. BLEHL, F. A.S., A.LA. 


Net Present Value of All Policies in Force on De- 


Claims in Process of Adjustment 
Dividends to the Credit of Policyholders....... 
Premiums and Interest Paid in Advance 
Taxes Accrued 


f STATE OF PENNSYLVANIA 


LIABILITIES 


cember 31, 1922, as Computed by the Insurance 

Department of Pennsylvania, on the American 

Experience Table of Mortality, with 314 per 

RTE UTPERESE ge. o ocerel gus tre tet ounce Wilkes ensieienete $7,598,346 .13 
122,435 .40 

277,432 .00 
46,339 .08 
33,424 .90 


A. M. HopKINS 














PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 








Correspondence Treated Confidentially 
Write today; we may have just what you want 


oe 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
sutrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
jncreases to meet the increased need of income. 


For terms to producing Agents address 


The MutualLife InsuranceCo. 


ot New York | 
34 Nassau Street, New York 
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— rHE § TAT 
day March 8, 1923 ‘ SPEC A OR Life Insurance 
=—_ ———— = 
— and as a result of the action of these railroads ‘The effective date of the accident and health in- will become eligible for the life insurance at 
in arranging for this protection for their em- surance is April 1. the expiration of their six months’ pro- 
ployees in these departments, further arrange- The cost of the insurance to each employee _ bationary period of service. All members of, the 
ments have been made with the tna Life In- insured will be at the rate of 60 cents per Mechanical and Electric Tranmission and Com- 
surance Company for accident and health in- month per $1000 of life insurance and 70 cents munication Associations are eligible immediately 
surance covering members of the Mechanical per month for accident and health insurance. for the accident and health insurance. 
and Electric Transmission and Communication The difference between these amounts and the This progressive step is taken by the New 
Associations. The policy provides weekly bene- standard rates for life and accident and health Haven in line with its present constructive pol- 
fits of $10.00 for disability through sickness or insurance will be borne by the railroads. icy and is evidence of its sincere desire to build 
accidents other than occupational accidents, All employees of the Mechanical and Electric up a permanent organization among its em- 
which are covered by the compensation law. Transmission and Communication Departments ployees. 
346 13 
135 .40 
132 .00 
sips TRANSACTIONS OF LIFE INSURANCE COMPANIES OF THE UNITED STATES IN 1922 
od 00 The figures presented herewith have been supplied officially to Tue Specrator by the life insurance companies named for the year 1922. The figures for 1921 are 
ne 00 inserted for purpose of comparison, - 
263.12 _ 7 7 
196.63 % g 2 & € - z S oem gs 
96 .6: g omnia bs 7 — é mo ae 3.0 
“ 2 a2 § “2 2 S§ £8 22% BS em 
E <i> ne: se Z Say oe as 
NAME AND LOCATION OF COMPANY 3 i gs g zs oe 2.8 Lt: ; 
I 2 gro 2y = as, ae a 3e = £2 
‘ 33 Soy E> 38 Bes 38 Zes sey & 
é oa 5 at oe fo ose SE Bese 258 & 
a ar a? a Bm & Zoe Eel Gs 
American Central, Indianapolis.............+. 1922 $9,366,208 $427,225 $2,359,010 $3,066,123 $1,073,133 $2,277,452 $35,195,477 $115,587,485 9,256,992 
ai 1921 8,606,412 405,736 "23194336 2,826,561 985,673 2°020/218 317942453 gree piper bm 
Pandesvative, WHEeElNE  o0.c016,5.0 eo cejccienws en 1922 2,443,326 647,959 701,968 819,919 204,240 448,456 6,976,055 23,512,652 1.552.368 
1921 2,051,579 511,363 679,766 788,181 179,260 458,632 7,132,365 21,960,284 ’ Peps 
Continental Assurance, Chicago.............. 1922 1,930,795 420,326 869,286 947,225 91,281 484,025 12,905,605 30,162,253 7.503.419 
1921 1411402 376195 671,639 720,038 73,086 366,391 += 10,025,293 >. 22"658'834 4,931,249 
Grete Southéth, Houston; «ssc cccccneccves 1922 12,134,179 925,249 2,889,173 3,457,634 1,281,062 2,231,380 31,109,827 107,475,109 3,795,058 
1921 10,860,821 690.341 2,800,181 3,442,527 824,611 1,968,816 23,649,355 103,680,051 —1,893.631 
Massachusetts Mutual, Springfield............ 1922 163,175,807 10,158,404 27,986,767 37,468,394 16,023,317 22,456,658 150,468,768 912,335,286 95,280,767 
1921 147,090,913 8,882,279 24,827,002 33,011,713 13,142,012 18,686,242 136,157,351 817,054,519 —-88.311.173 
Reliance Life, PittsburGh:. ...0.0.000008s000. 1922 21,751,915 2,126,854 7,386,481 8,458,652 2,230,247 4,618,113 49,465,499 231,770,565 13,504,527 
1921 17,949,622 1,750,566 7,190,285 8,044,495 1,768,085 4,456,709 54,830,303 218,266,038 21,993,953 
Southwestern Life, Dallas .......cccsccssess 1922 12,119,800 1,595,799 3,067,076 3,883,334 969,821 2,144,780 26,614,971 101,526,288 6,131,303 
- 1921 10,315,581 1,855,885 2,890,505 3,599,483 685,309 1,790,307 31,172,172 105,416,705 10,187,019 
FST SR, SO ee thd - = —_ ate 
! pace a 7 pt 
sstiiadiniiienieee 
i 1872—1923 
bility 
t had 
.“* The Completion of a half century of successful operation 
3 The last year of the half century broke all preceding records 
come 
— MASONIC LIFE ASSOCIATION 
e if- ; 
452 Delaware Ave., Buffalo, N. Y. 
od ten 
eased ? 
NELSON O. TIFFANY, President and General Manager 
vill be 
Some Features of the 1922 Record: 
h full Diy Micah: Wa Ta I oa, wren ac pees sig wks Vee Eeeaie CE EERO OE OFT —itaiba $6,977,500 .00 
- cash (The largest amount written in one year. The record of the past six years is as follows: 1921, $5,523,- 
000 .00; 1920, $5,141,000 .00; 1919, $4,461,500 .00; 1918, $2,834,500 .00. 
Insurance in Force, January l, 1923. . ae he- eg tanasloni cme At, Ch aa dle Siege Prcratars dg AEST OR, echiec 3, OO RUA Atay ce whelhe, eat be $37,584,500 .00 
indles (A net gain of $2,805,500 00 during the year.) aa 
icome Laser Rate fem bO esc. c. o aie ee erences, oieyeie roars esi hts ie ik iat Ak SP PM TPR RET i ug Raat pcaiy ed ae e 7.54% 
(A phenomenally low percentage for any organization.) 
Benefits Paid in ¥922......2....-%- ns, bis win wit oa Bi ea SR ah Si nh Sina I ad late ae $ 563,210.00 
(Since organization $12,080,370 .59 have been paid). 
S 
Co. The record of 1922 is a fitting climax of fifty years of success 
| A few openings are available for the right men 
a SS lf 
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The Vast Resources 
of Texas Stand 
Behind Collins 


Farm Mortgages 






Texas—one of the seven 
states comprising the loan 
territory of the F. B. Collins 
Investment Company. 


EXAS is not only the largest state in the Union, 
but it is also one of the greatest agricultural 
territories of like area in the world. 


On January 1, 1922, Texas farmers owned live- 
stock valued at $315,000,000.00—placing Texas 
second in the United States. And the Lone Star 


“Thirty-eight years State produces millions of dollars’ worth of cotton, 


without the loss of a corn, wheat, oats, barley, rye, rice, broom, corn, 
cent of principal or grain sorghum and other agricultural products an- 
interest to a single nually. Texas raises far more cotton than any other 
investor.”’ 

state. 


Collins Farm Mortgages are restricted to three 
select areas in this select state, and are directed by 
highly-experienced men in separate field offices. If 
you would know more about Collins Farm Mortgages 
and why they are bought so rapidly by insurance 
companies, address— : 


ne F.B.Collins Investment Co. 


Oklahoma City, Okla. 
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Casualty, Surety, Etc. 








SUPPORTS COST SCHEDULE 


Superintendent F. R. Stoddard Makes 
Statement 


WILL DEAL WITH VIOLATIONS 


Necessary Corrective Steps Will Be Taken 
Up to Limit of Authority 


In reply to inquiries relative to the revised 
schedule of commissions and brokerages, which 
is to become effective on March 1, 1923, on 
casualty insurance business ii: New York city, 
Superintendent of Insurance [rancis R. Stod- 
dard, Jr., made the following statement: 

Many complaints have been brought to my 
attention regarding the excess _ commissions 
which are being paid by companies to agents 
and brokers in their competition to secure busi- 
ness. After making inquiries and learning that 
the situation was grave and that this form of 
competition was wasteful, to a degree not only 
tending to increase the cost of insurance to the 
public, but endangering the solvency and the 
security of the insurance companies indulging 
in this form of waste, | requested the repre- 
sentative managers of the casualty insurance 
companies to formulate equitable rules. and 
schedules which would form the basis of an 
agreement between those interested to eliminate 
the abuse which was found to exist. The com- 
pany representatives held numerous _confer- 
ences among themselves and at my office, and 
with all interests which would be affected by 
such rules, and, after much discussion and con- 
siderable labor, there was prcduced a schedule 
of rules and rates which was presented to the 
National Convention of Insurance Commis- 
sioners at their December meeting and ap- 
proved by that body. 

Inasmuch as the revised rules and schedules 
regarding the acquisition cost tend to eliminate 
the wasteful extravagance in the payment of 
commissions and brokerages and place the cas- 
ualty insurance business upon a sounder basis, 
both by way of strengthening the security be- 
hind the companies’ policies and by the 
possibility of enabling the companies to furnish 
such policies at lower premium rates, I will 
support the new rules and schedules with all 
the power of my office. Violations of these 
rules and schedules should be brought to my at- 
tention, and if after investigation I find that 
corrective steps should be taken, [I am_ pre- 
pared to the extent of my authority to take such 
steps. 


NEW AUTOMOBILE CASUALTY 
MANUAL ISSUED 

Collision Coverage Costs Lowered—Com- 

mercial Cars Favored by Experiences 

of Past Year 

The National Bureau of Casualty and Surety 
Underwriters has just issued the 1923 Automo- 
bile Casualty Manual, which is effective as of 
March 5. The manual contains material re- 
ductions in public liability rates on commercial 
cars, the change amounting to 10 or I5 per 
cent in almost all sections, with only New York 
city excluded. Coal dealers and furniture 
warehouse owners will not have to pay as much 
as formerly for their car protection and in 
stating the reductions, Jesse S. Phillips, gen- 
eral manager of the National Casualty and 
Surety Bureau, said that they were due to the 
decrease in the loss per car which had been 
experienced during the past year. Public lia- 


bility and property damage rates on private 
pleasure cars remain practically unchanged in 
the new manual, but a reduction of approxi- 
mately 25 per cent will be felt by the owners 
of these vehicles in collision coverage costs. 
A general revision of territories is noted and 
a feature of the 1923 manual is the presence of 
five maps designed to aid motor vehicle owners 
and to help the field and home .office men to 
readily determine correct rates. 


IMPORTANT AGENCY CONSOLIDATION 
Three Oklahoma Companies in Merger— 
Will Have Headquarters in Tulsa 
Effective March 1 a consolidation has been 
arranged between the American Agency Com- 
pany of Oklahoma City and Dickey-Ashby- 
Iountain Company and the Insurance Under- 

writers Agency of Tulsa, Okla. 

The American Agency Company are general 
agents for the State of Oklahoma for the Globe 
Indemnity Company, the Western Assurance 
Company of Toronto, the Hudson, Svea, State 
of Liverpool, and the Indemnity Mutual 
Marine. They were organized about three years 
ago with M. S. Runyan as manager. 

Dickey-Ashby-Fountain Company is a well- 
established local agency in Tulsa, writing prob- 
ably the largest local business there, and repre- 
senting such companies as the A‘tna, Hartford, 
Phenix of Hartford, Commercial Union, In- 
surance Company of North America and Co- 
lumbia Casualty. 

The Insurance Underwriters Agency, for- 
merly owned by the Title Guarantee & Trust 
Company ot Tulsa, was purchased last year by 
T. E. Braniff of Oklahoma City and has been 
very successfully operated as a local agency, 
with L. C. Bronson as manager, 

The combined organization will operate un- 
der the name of Dickey-Ashby-Fountain Com- 
pany, and have secured quarters in the newly 
completed Atlas Life Building. Messrs. Dickey, 
Ashby, Fountain, Bronson and Runyan will all 
be identified with the new organization, and 
hoth the general agency business throughout 
the State and the local agency bustness in Tulsa, 
will be aggressively developed. The merged 
organizations represent a premium volume of 
about $600,000 annually. 


Strong Statement of Ocean Accident and 
Guarantee 

A strong financial position and a large volume 
of business are indicated by the statement of 
the United States branch of the Ocean Acci- 
dent and Guarantee Corporation, of London, 
as of January I, 1923. The assets in the 
United States, as admitted by the New York 
[Insurance Department, now aggregate $18,- 
762,021, and after caring for all liabilities and 
providing a voluntary reserve for contingencies 
of $3,700,000, there is shown a surplus to 
policyholders of $1,414,115, the latter item being 
somewhat larger than a year ago. The com- 
pany has deposited securities with State insur- 
ance departments and trustees, for the protec- 
tion of American policyholders, to the amount 
1S 


of $13,291,004. Last year the company’s pre- 
mium income in the United States exceeded 
$12,600,000. The Ocean writes many of the 
standard classes of casualty insurance in this 
country, including accident, health, workmen’s 
compensation, automobile lines and other 
branches of liability insurance. Charles H. 
Neely, of 114 Fifth avenue, New York, is the 
United States manager of the Ocean Accident 
and Guarantee, and he has been very success- 
ful in building up the company’s business and 
assets in this country. 


OPERATION OF NEW YORK STATE 
FUND 
Want Money to Make Possible Prompter 
Payment of Claims 


AxBany, N. Y., March 3.—Governor Smith 
sent a special message to the legislature, urging 
them to make immediately available a deficiency 
appropriation for the Labor Department for 
maintenance and operation, in order that the 
department may be rapidly restored to its 
former efficiency. He transmits with the mes- 
sage a communication from Bernard L. Shien- 
tag, State Industrial Commissioner. If the 
usual course were taken the appropriation 
would not become available until about the 
middle of April. If a special bill is intro- 
duced in the legislature, the department can 
at once go forward. 

Commissioner Shientag points out “that it 
takes from three to six months and often 
longer for a case in the Bureau of Workmen’s 
Compensation to reach the calendar for the first 
time, because there is an insufficient number of 
referees. There are in Buffalo 3245 compensa- 
tion cases now pending. It takes from two to 
four months to get minutes transcribed by hear- 
ing stenographers because the staff is so in- 
sufficient. This delay causes distress and suf- 
fering to the injured workmen and their fami- 
lies. The delay operates also as an injustice 
to the employers and insurance carriers, who, 
as a matter of fact, repay to the State the en- 
tire expense of maintaining this bureau. They 
also want the bureau run efficiently and claims 
promptly disposed of.” 


Exhibits at Brooklyn Auto Show 
H. A. Bayern, a New York Insurance broker 
who specializes in automobile insurance, had 
an interesting exhibit at the Brooklyn Auto- 
mobile Show, held last week at the Twenty- 
third regiment armory. 


—The Western Automobile of Fort Scott, Kan., 
presents a statement showing $933,076 of assets on 
December 31, 1922, an unearned premium reserve of 
$430,275, and a surplus of $239,463. Its assets have 
grown steadily, year by year since 1911, and it has 
paid $1,196,748 of losses since organization. E. C. 
Gordon is secretary and treasurer of the company. 


—The State Senate of Indiana killed a Senate bill 
designed to broaden the existing State insurance laws 
and to authorize the State Insurance Department to 
control, supervise and regulate casualty insurance rates. 
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UNITED STATES BRANCH 
HEAD OFFICE, 114 FIFTH AVENUE, NEW YORK CITY 
CHARLES H. NEELY 
MANAGER AND ATTORNEY 
Financial Statement for the United States 
January 1, 1923 
Assets (Adesitted ty N.Y. Ts. Dee) on... ceca ecccnws $18,762,021.00 
Liabilities (Required by N. Y. Ins. Dept.)................... 13,647 ,906.19 
Voluntary Reserve for Contingencies...................... 3,700,000.00 
Sempless to Policyinaidlers..... .. 6... ince cece cecssencace 1,414,114.81 
Securities deposited with Insurance Depts. and Trustees 
for protection of United States Policyholders (Market 
Value) Ee RE SR PT rey ne Ae RE AMEE Tee hy NRE 13,291,004.06 
Premium Income (1922). ..............cccecscucaes eee 12,614,076.25 
METROPOLITAN OFFICE NEWARK OFFICE BROOKLYN OFFICE 
59 John Street 31 Clinton Street 32 Court Street 
John C. Bunyan, Superintendent Percy R. Mills, Supervisor A. R. Burkhardt, Supervisor 
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CASUALTY INSURANCE 
SURETY BONDS 























The Phoenix Insurance Co., 


OF HARTFORD, CONN. 


JANUARY Ist, 1923. 


MRS Me WI eo: oss dice sae -4 sor eyecrielenbreier es, ace oa ooo wale ee $3,000,000.00 
ASSETS 

Cask. on Seat wel te Te 65 occ kan beck coos eee nea eas $1,541,501 .17 
Cash in hands of Agents and in course of transmission....... 2,005,088 .21 
Stocles Andean de ss 6.5/0: ore.eccais c:ecaaelscn cio sue v0 oc eeate sd ae ae ss RO Eee 
ER Gaim ORRIN agora ais oes, ] 55.0 aos esoy awl ole woe ATR W locw esmlarerererel eres 531,121.04 
Viernes? gl odo Wl Occ 4 2 oe en ear Serer ire mre 287 ,050 .00 
COlaerAN TOROS. io 6 a5 ois. a5 orca eso 05/864 6 ie OTS cies Omersinceelee sis 100,000 .00 
Accumulated Interest and Rents and other Claims.......... 151,394.13 
Reinsurance due on Paid Losses... ........eeeececeecesees 76,284 .34 

TOTAL CASH ASSES . 66.666. c88 seisic cnceseee eee’ $26,007,613.89 

LIABILITIES 

egret estes ies 5.55.5) -o) a1 a sseiesd. as ete asia wwe aise wie Siege Nel beter $3,000,000 .00 
Reserve for Outstanding Losses... ....cccccssceccronscvccs 1,492,491 .40 
Reserve for Me-1HsGrane <6... si5 65 oo: is 9 5:0 wis oes wieiciseine 9,466,365 .37 


400,099 .75 


Reserve for Contingencies and all other Liabilities.......... 
11,648,657 .37 


NET SURPLUS... UGTA We Talig eaeeRn eeN ee ie oael eee tea otete 
$26,007,613.89 





SURPLUS TO POLICYHOLDERS $14,648,657.37 


Total Losses Paid since Organization of Company, 


$110,481,398.43 
Edward Milligan, President 
Geo. M. Lovejoy, Vice-President Thos. C. Temple, Vice-President 
Geo. C. Long, Jr., Vice-President John B. Knox, Secretary 
Henry P. Whitman, Secretary Fred C. Gustetter, Secretary 
Edward V. Chaplin, Secretary F. Minot Blake, Ass’t Secretary 
Frank C. Hatfield, Ass’t Sec’y Lee R. Ross, Ass’t Secretary 


George H. Tyson, General Agent Pacific Department, San Francisco, Cal. 
J. W. Talley, Manager Canadian Department, Montreal, Canada 
Wm. H. McGee & Co., General Agents Marine Department, New York, N. ¥. 
Carrillo & La Guardia, General Agents, Havana, Cuba. 
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Health and Accident Underwriters 
Conference 


(Continued from page 4) 


addressed the convention on life insurance in 
“+s relation to other lines. Health and accident 
insurance men and life insurance men both have 
the right to feel that their business is the most 
important, for every man, he said, should feel 
that his work is the most important in the 
nial to him. He then traced the points of 
similarity and difference between the two lines, 
saying that life insurance is the safest and 
surest business in the world, as it is based on 
two unchangeable principles—the average dura- 
tion of life and the average earning power of 
money. Health and accident insurance, on the 
other hand, is subject to more violent fluctua- 
tions from year to year and the psychology of the 
two is quite different, as the average man never 
contemplates death and is therefore inclined to 
out off buying life insurance, while he sees pres- 
ent hazards all around him and therefore has a 
desire to protect himself against these hazards 
by taking out accident insurance. Health and 
accident insurance is purchased from. selfish 
motives, as the insured can see the immediate 
benefits, while life insurance is altruistic, as it 
is not for one’s self, but for others. Person- 
ally, the speaker said, he believes that life in- 
surance was never designed to bring benefits 
to the insured, and for that reason he does not 
approve of some of the newer features of life 
policies. Another difference is that life insur- 
ance gives practically no cause for litigation, 
while health and accident insurance does. 

The report of the statistical committee, read 
hy Chairman Harold Gordon, showed what has 
heen done already in gathering statistics, and 
outlined future plans which will result in great 
benefit to the companies, 

C. O. Pauley then took the chair for the 
round-table discussion of cancellations, riders 
and eliminations, in which many took part and 
in which the opinions were varied. 

W. T. Grant, Business Mens 
stated that his company cancels a policy when 
a risk is so seriously impaired that it is im- 
possible to fix premium and when the insured is 
abad moral risk. In other cases the insured is 
ofiered the same coverage at an increased pre- 
mium, a reduced coverage at the same premium, 
or a waiver, and, by writing a nice letter with 
the offer to the impaired risk, the company 
saves about half of that class of business. 

C.H. Boyer, National Life of U. S. A., said 
that in his company the claim department for- 
merly had the right to make cancellations, and 
that as a result there had been too many can- 
cellations. Since the right to cancel had been 
taken away from that department there had 
been but one-tenth as many cancellations. He 
also said that his company offers riders on im- 
paired risks and that in his opinion a policy 
that had run a long time should not be can- 
celled. 

Vice-President Tallman, Great Western Ac- 
cident, stated that his policy is to investigate 
the agent and then put the responsibility on him 
in the selection of risks. President Royer, 
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Great Northern Life, said that he felt that as 
a rule the companies are too keen to put on 
waivers and cancel risks and that it is a mis- 
take to cancel because of illness. 

Vice-President Powell, Southern Surety, sug- 
gested eliminating the initial few days for 
those who do not want it. 

Mr. Patterson, Massachusetts Bonding Com- 
pany, said it is unfair to the insured to deprive 
him of all insurance because of some impair- 
ment, when a waiver protects the company and 
enables the insured to carry insurance in all 
other respects, 

President Budlong stated that a two-weeks’ 
elimination of benefits means a saving of 40 
per cent, 

Mr. Royer then introduced a motion (which 
was carried) that a committee of three be ap- 
pointed to report on how companies should 
handle cancellations, after which the meeting 
adjourned for the day. The meeting will be 
continued through Wednesday. 

Tuesday evening the five Indianapolis com- 
panies entertained the delegates and guests at 
a banquet at the Hotel Severin, the dinner be- 
ing followed by an entertainment and a few 
talks. Bayard P. Holmes presiding as toast- 
master. 


MARYLAND CASUALTY ANNIVERSARY 


Home Office Staff Gathers to Celebrate 
: Twenty-fifth Year of Business 

The Maryland Casualty Company celebrated 
its twenty-fifth anniversary and entertained its 
officials and employees in the home office March 
The officers and employees assembled 
in the auditorium of the club house, where 
President F, Highlands Burns spoke of the 
progress of the company during the twenty-five 
Service pins were awarded to the em- 


T, 1923. 


years. 
ployees according to their length of service. 
President Burns started with the company on 
its opening day, March 1, 18908. George H. 
Carter, one of the present employees, also 
started with the company on the opening day of 
business. Of the present board of directors, 
\lexander Brown, William J. Donnelly and J. 
William Middendorf were organization direc- 
tors, and Louis K. Gutman and Ernest Schmeis- 
ser were elected a few days after the company 
opened for business. 

The employees were guests of the company 
at !uncheon in the cafeteria after the exercises 
in the auditorium and were given a_ holiday 
for the rest of the day. 

President Burns gave a dinner March 1 in 
the Maryland Club to the company’s directors, 
officers and department heads. President Burns 
gave some reminiscences of the company from 
its inception. The officers and department 
heads presented a set of silver platters to the 
president at the dinner. The treasurer, James 
A. Patton, made the presentation speech. 

\ three-day celebration of the silver anni- 
versary will be held May 16, 17 and 18 for 
general agents and branch managers. Because 
of the more propitious weather at that time, 
May was selected instead of March. The 
celebration will include a banquet. 
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KENNY AGENCY APPOINTED 


New York Indemnity Names _ General 
Agents—Increases Capital to $1,000,000 


The New York Indemnity Company, New 
York, announces the appointment of the Kenny 
Agency as general agents for all its lines in 
that city. With headquarters at 80 Maiden 
lane, this agency has handled burglary and 
plate glass insurance for the New York In- 
demnity since that company’s entrance into the 
field in 1922. The appointment of the Kenny 
Agency adds general casualty lines to those 
already being written and the company will 
undertake the writing of workmen’s compensa- 
tion, accident and health, automobile and re- 
lated risks. 

The Kenny Agency has had much experi- 
ence in the insurance business in the New York 
city territory and has further added to its fit- 
ness to operate in that district by electing John 
F. Nubel as vice-president. Mr. Nubel has 
spent twelve years in the casualty business with 
the Royal Indemnity Company and will resign 
from that organization as of March Io in order 
to take up his new duties. 

The directors of the New York Indemnity 
Company recently voted to increase the capital 
from $500,000 to $1,000,000 and authorized the 
new capital to be paid in on a basis of 200 per 
cent of par, which will have the effect of in- 
$1,000,000 also. The 
of the fact that the 


creasing the surplus to 
move came as a result 
company’s organization and activity is now 
developed to the point where it is ready to 
enter the casualty field for the writ'ng ot all 
kinds of casualty business. The directors of 
the New York Indemnity are also, for the most 
part, members of the board of the National 
Surety Company and they have stated that in- 
creases in the capital of the former would be 
made from time to time as justified by the re- 
quirements of expansion. 





New York State Fund Monopoly Bills Ad- 
vanced in Senate 

\tBaAny, N. Y., March 6.—The Senate’ ad- 
vanced to third reading the Lockwood housing 
committee bill making the State Fund the only 
agency for insurance under the workmen’s com- 
pensation law. 

The Senate labor committee reported Senator 
Downing’s bill, giving State Fund monopoly 
of workmen’s compensation insurance. It has 
heen advanced to third reading by the Senate. 


Death of H. W. Cluff 


Harold W. Cluff, secretary of the Burglary 
Underwriters Association, died Monday at his 
home in Brooklyn as a result of an operation 
for appendicitis. 

Mr. Cluff was very well known in casualty 
circles. He had formerly been connected with 
the New Amsterdam Casualty Company and 
also with the Great Eastern Casualty Company, 
having been appointed to the secretaryship of 
the Burglary Association in 1920. 








THE SPECTATOR 











The Leading Life Company 
of the Dominion 


Records in 1922 
THE BEST YEAR IN ITS HISTORY 


Results for Year ended 31st December 


Assurances in force 


$631,404,869.49 


Increase for year, $94,686,738.96 
(Including Reassurances) 


174,088,858.32 
36,251,322.13 


Increase for year, $5,144,172.97 


Payments to policyholders 


Surplus over all liabilities and capital... 2... 


15,615,505.85 
14,269,420.95 


Increase for year, $3,885,511.8 


New assurances issued and paid for in cash.......... 


90,798,648.79 


AVERAGE RATE OF INTEREST EARNED 6.27% 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


HEAD OFFICE: MONTREAL 














DUST EXPLOSIONS 


THEORY AND NATURE OF, PHENOMENA, 
CAUSES AND METHODS OF PREVENTION 


By DAVID J. PRICE and HAROLD H. BROWN, Ph. D. 


A fully illustrated book of 246 pages treating of 
Nature and Theory of Dust Explosions; Industries 
Producing Dust and Their Extent; Causes of Dust 
Explosions and Elimination of Sources of Ignition; 
Prevention of Explosions by Control of Explosive 
Mixtures; Phenomena of Explosions; Dust Collection 
and Removal; Static Electricity; Explosions in Grain 
Threshing Machines; Plant Construction; Cotton 
Gin Fires; Coal Dust Explosions; Review of Explo- 
sions; Bibliography. 

Price $3 per copy 


FIELD PRACTICE 


The Inspection Manual of the National Fire Protection Asso- 
ee: Second Edition—1922 


Designed for the use of property owners, fire departments and 
FIRE INSURANCE INSPECTION OFFICES 

in safeguarding life and property against fire. 

Deals with Lighting and Heating Hazards; Commonly Found 
Miscellaneous Hazards; Power Hazards, including Refrigera- 
tion; Chemicals, Paints and Oils, Spontaneous Ignition and 
Dust Explosion; General Care and Maintenance; Chimneys 
and Flues; Dwelling House Hazards. 

Price, $1.50 per copy 
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A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


Chicago Office 135 William Street 
Insurance Exchange New York 
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Some Observations on the Selection of Risks 
for Life Insurance 


By CHARLES 


H. Beckett 


Actuary, State Life Insurance Company of Indianapolis 


The selection of risks for life insurance is 
chiefly the function of doctors and one not 
skilled in the science and practice of medicine 
could by no possibility attain either the view- 
point or the vision of those so experienced. 
In the brief observations which will be made 
in the course of this paper, ! have been obliged, 
therefore, to rely entirely upon the judgments 
and opinions of others who have been so trained, 
It has been my aim to collect and systematize 
some of these opinions in such a manner that 
they will be not only of interest tc those 
who are responsible for the selection of the 
risks of a life company, but also 
suggestive of the lines of work and develop- 


insurance 


ment which might be undertaken in order to 
make further progress in overcoming the diffi- 
culties to which reference will be made. 

The papers and discussions contributed by 
medical directors have always interested me 
greatly. the that 
actuary’s work is so intimately associated with 
As I have read 


for reason, I suppose, the 
that of the medical director. 
various articles in your “proceedings,” one of 
the impressions which I have received from 
repeated reference is that many of the diff- 
culties which you experience arise on account 
of the unsatisfactory servic2 rendered by the 
doctors who examine the applicants for insur- 
ance. This impression has been intensified by 
my own experience in dealing with those cases 
which, for any reason, come tc the attention of 
the actuary. 

On this account I was curious to ascertain 
the cause of this apparent inefficiency on the 
part of the examiners find out what 
has heen done up to the present time to remedy 


and tc 


this disorder of such long standing. 

My own experience in dealing with kindred 
affairs would cause me to think of lack of 
education and training as the possible cause 
of the deficiencies in this service. 

Of course, the special training of doctors 
begins in the medical college and it is here too 
that the principles underlying the special work 
of examining applicants for life 
should be acquired. Recognizing that omissions 
from the course of study would account to 
some extent for the inefficiency of our present- 
day examiners, I was interested in finding out 


insurance 


yddress before the thirteenth annual meeting of 
aledical Section of the American Life Convention, 
signal Mountain Inn, March 6, 7 and 8. 


whether the training given medical students 
pace with the development in medical 
the life 
whether students are given such instruction as 
will impart to them adequate knowledge of 


the aim and purpose of a life insurance com- 


has kept 


selection in insurance companies; 


pany in employing them to make examinations 
for such 
special courses are being given as will assist 


of applicants insurance; whether 
young doctors in making satisfactory examina- 
tions of such applicants. 

It is but fair to that 
colleges desire to give the best training possible 


assume our medical 
to their students so as to prepare them for the 
duties and responsibilities, which will be theirs 
when they engage in practice. However, the 
importance of medical examination work in 
connection with life insurance if measured both 
by the money paid to doctors for such service 
and the time devoted to this work by a large 
percentage of them is probably underestimated 
by those responsible for the ccurse of instruc- 
tion given. 

lisbursements of 
1r medical fees 


In the single year 1921 the « 
292 life insurance companies f 
and examinations were more than $13,000,000. 
inspection fees 
and medical fees by applying the ratio .2206 
find that 
these companies paid for medical examinations 


By separating this amount inio 
derived from detailed statements, we 


aloue approximately $10,000,000. 

In an examination of the “proceedings” of 
the Medical Section of the American Life Con- 
vention and also of the Medical Directors Asso- 
ciation, I failed to find any information con- 
cerning the nature and scope of special in- 
struction that is being given by Class A med- 
Examinations 
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ical colleges on the subiect oi 
for Life Insurance,” with the single exception 
of a paper by Dr. Symonds, read before the 
Medical Association, June, 1899, 
entitled “A Plea for Undergraduate Instruc- 
tion in Making Life Insurance Examinations.” 
In this very interesting paper Dr. Symonds dis- 
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cussed the question as to whether the course 
of instruction at a first-class medical college 
does not convey all the information needed to 
make a good examination. 

His conclusion was that it did not, and the 
reasons he gave appear to be conclusive. It 
was suggested that a course should be given 
cover at least the following 


which would 


topics: 
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Some instruction in vital statistics and the 
fundamentals of life insurance. 

The relations of the examiner to the com- 
pany and the applicant. 

The facts concerning each disease which 

are of importance from a life insurance 
point of view. 

Habits, occupation and environment. 

The family record and heredity. 

The physical examination, particularly with 
reference to the distinction between essen- 
tials and non-essentials. 

The relations of the examiner to the agent. 

Frauds and fraudulent practices. 


I was impressed by the following statement 
in Dr. Symonds’ paper: 

“Look over the catalogues of the medical 
schools in this country and Canada, including 
all 9f the first rank, and in how many will you 
find provision for instruction in making life 
insurance examinations? Just two, and they 
are—the Medical College of Virginia at Rich- 
mond and the University of Minnesota at St. 
Paul.” 

In the following the paper the 
position taken by the author was ably sup- 
ported and a committee was appointed to draw 
up a resolution which should be addressed to 
medical colleges, expressing the views of 


discussion 


the 
the association. 

am not advised as to what, if any, effort 
was made to induce medical colleges to adopt 
the viewpoint expressed in the resolution of 
the Medical Directors’ Association. 

A committee was appointed to carry out the 
wishes of the association, but I find no record 
of its report at any subsequent meeting, so I 
assume the matter was dropped. In any event, 
the situation pertaining to college instruction is 
not now appreciably different from that re- 
poried by Dr. Symonds in 18g9, 

Before leaving this subject I desire in all 
fairness to state that I have some basis for 
the belief that failure to such courses 
is not entirely due to the colieges themselves, 
and that if medical directors would offer their 
services in giving this instruction they would 
oftentimes be warmly welcomed. 

There is a vast amount of instruction which 
can be given medical examiners by the com- 
panies themselves and by various insurance 
organizations. This phase of the education of 
the examiner has been frequently discussed and 
I am certain that most medical directors have 
well-defined views relating thereto. It is a 
matter of common knowledge that some efforts 
have been made in this direction, and yet it 
might be of interest to you to know that in 
letters which I have received from the secre- 


have 












tary of the Medical Directors Association and 
from the secretary of the Medical Section of 
the American Life Convention each states that 
his association has never undertaken this work 
as an activity of the organization. 

The medical departments of life insurance 
companies seem to be almost wholly responsible 
for whatever forward movement has been made 
in this direction and I was anxious to ascertain 
just how far they had gone. Being more or 
less acquainted with the practice of the Amer- 
ican Life Convention companies, I addressed a 
communication to the medical directors of 
twenty-five of the oldest life insurance com- 
panies in the United States, and have received 
very courteous replies from them; also much 
material in the form of special instruction, 
books of instruction, and individual expres- 
sions of opinion relative to the general topic 
of educating examiners. I have undertaken 
to make a digest of this excellent material, 
thinking it would be of interest to any medical 
director and might contribute to my second 
aim by suggesting the most practical line of 
effort as it has been developed by the actual 
experience of individual companies. 

It is interesting to note that the opinion of 
these medical directors, all of whom are men 
of wide experience in their work, may be 


divided into two classes and that there is 
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about an equal number of advocates of each 
of the two different theories. In the one class 
are those who believe that a book of instruc- 
tions prepared by the company and furnished 
to medical examiners is of doubtful value, and 
who prefer to follow the plan of writing per- 
sonal letters to medical examiners, calling their 
attention to errors or inconsistencies in med- 
ical examinations furnished by them. Some 
of the reasons given for this preference are 
as follows: 

A. Local examiners pay more attention to 
such personal instructions than they do 
to general instructions prepared in cir- 
cular form and sent to all examiners. 

B. That a manual of instructions is usually 
given a hasty glance upon receipt and 
then very soon lost in a pigeon hole or 
in the back of a drawer. 

C. That better results are obtained by 
embodying the personal instructions is- 
sued by the company in the medical 
examination blank. 

Opinions which are in substance as above are 
most emphatically expressed by a number of 
medical directors, but on the other hand I find 
that about an equal number prepare more or 
less comprehensive books of instruction, which 
they furnish to the examiners. Many of these 
books are beautifully gotten up and include 
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A Constructive Service 


“IT feel that your service is really the first construc- 
tive step toward standardization of the procedure 
in making and marketing of Farm Mortgages,”’ 
writes an official of a Middle Western Insurance 


We feel sure that a trial of our policies with their 
profit-saving features will convince you of the 
soundness of his judgment. 


We i.sure titles anywhere in the United States 


Ask for our special booklet T. S. 
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charts, photographs, etc., and are printed on the 
best quality of paper and are evidently quite 
expensive. It would appear to me, therefore 
that the fact that companies are willing to 
spend such sums of money for the Preparation 
publication and distribution of these books i 
sufficient evidence that they are considered ty 
be of practical value. Even 9 hasty examina. 
tion of these publications for formal instrye. 
tion shows that they have been prepared with 
a great deal of thought and care, and | find 
that in the main they have been revised anq 
kept up to date. There is abundant food fo 
thought even to the laymen in the many excel. 
lent suggestions made in all of these books and 
circulars. 

Referring again to what we shall call the 
instruction book method of dealing with med. 
ical examiners, I shall call attention to the 
fact that all the men with whom I corte. 
sponded without exception state that in add. 
tion to the material furnished in the book of 
instructions they enter into correspondence with 
their examiners and indicate to them just what 
sort of an examination they wish to have them 
make. 

One prominent director dwells particularly 
upon the importance of obtaining full clinical 
history. He states that this appears to be the 
most difficult thing to accomplish and that in his 
opinion very few people go from five to ten 
years without consulting a physician about 
something or other, and yet it is a common 
practice to have an applicant state that he has 
never consulted a physician. Another director 











Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

MEO os sseeoretocererscapersielsoroaieiernions $133.05 
Twenty Payment Life........ $172.10 
Twenty Year Endowment. ... $240.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H. 
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Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 
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handle such an agency. Address 
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of unusual experience states that it has always 
been the practice of his department to endeavor 
to educate the examiners in the field, and of 
the various methods practiced he believes that 
the issuing of instructions or data in leaflet 
form from time to time has given the best 
results, and the reason he gives for his firm 
belief in this method of education is that he 
has secured much better results by this method 
than others tried in the past. 

There is one matter I find upon which there 
appears to he practically unanimity of opinion 
and that is that it is necessary to carry on a 
regular correspondence between the medical de- 
partment and the examiners. The use of 
printed forms for this correspondence varies 
widely with different companies and the corre- 
spondence would indicate that these forms 
eliminate somewhat the personal contact be- 
tween examiners and the home office medical 
staff. I gather that their use is growing in 
disfavor. Practically every director emphasizes 
the thought that they endeavor by both con- 
tact and correspondence to train examiners so 
that they shall have some insurance point of 
view and a number of them disparage the idea 
that, if an examiner has not iearned his medi- 
cine during his professional training, his com- 
pany should undertake this instruction. It is 
to be inferred from this that examiners he- 
longing to the last named class are eliminated 
as speedily as possible if they have by any 
chance secured an appointment. 

It is evident that every effort is made to 
select men who are already educated, and one 
would gather from this correspondence that a 
poorly equipped physician would have difficulty 
in securing an appointment as an examiner. 

Tre topics covered in the average supple- 
mentary instruction forms are as follows: 
Examination of urine, blood pressure, family 
history, overweights and underweights and in- 
digestion. 

Heart charts seem to be quite generally used, 
accompanied by considerable special instruc- 
tion relative to systolic and diastolic blood pres- 
sure, 

Personal conference with examiners either 
in the home office or through the agency of 
home office 1 presentatives of the medical de- 
partment, who visit the examiners, is a method 
employed by a number of companies. The 


reports from all who have tried this plan are 
to the effect that this is the most satisfactory 
effort they have ever made as judged by the 
results obtained. 

I realize fully that these various practices are 
not new to experienced medical directors. 
However, an up-to-date expression of opinion 
as to their respective degrees of effectiveness 
is of considerable interest, but this is not the 
What I 


thoroughly 


primary purpose of reviewing them. 
most desire to illustrate is the 
established fact that medical directors are seri- 
ously concerned with the solution of the prob- 
lem of conveying their messages to examiners 
in such a way as to obtain results and that 
they find themselves seriously handicapped by 
the failure of examiners, as a whole, to give 
serious consideration to the special study that 
is so necessary if they become ideal examiners. 

When I began this study of the education 
of medical examiners I was under the impres- 
sion that no united effort had ever been made 
to improve a condition which has been the sub- 
ject of complaint whenever medical directors 
have gathered together, and this impression has 
been fully confirmed. 

It is evident that a great deal of effort has 
been made in certain quarters and considerable 
expense incurred in trying out plans which have 
prceved to be ineffective. Further, that there 
must have been a great amount of duplication, 
resulting in for the 
examiners by having been given ali sorts of 
instructions by the various companies employ- 
ing them. This leads to the further inquiry 
if more real progress would not have been 
made if the medical directors would agree 
among themselves as to what they wish to ac- 
complish and then prepare such books, pam- 
phlets, circulars or other metheds of formal in- 
struction as would in their opinion cover the 


needless confusion 


essential requirements. 

A tremendous saving wouid be effected both 
in time and if such literature were 
prepared in an attractive manner and in form 
suitable for keeping. 

In formulating any educational program the 
number to be educated is given consideration. 
If a group of employees is to be trained for 
special service in a business organization, pro- 
vision is made for preparing only such number 


as is necessary to perform the work required. 


money 
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Applying this principle to the subject under 
consideration it would seem expedient to reduce 
the number of doctors employed in making 
examinations by retaining only such as are 
found to be unusually well adapted to the work 
and then to concentrate our educational efforts 


on them. My suggestion for your considera- 
tion would be that companies put into effect 
an exchange reporting system, which would 
make available a list of tried and proved 
from which any company could 
select when making an appointment. Under 
such a plan the instruction imparted through 
the use of printed matter could be sent out by 
a central bureau and thus duplication and un- 
necessary expense would be avoided. An im- 
portant advantage would be that such doctors 
would take a more lively interest in their work 
if the examination fees constituted one of the 
chief sources of their income, and they would 
also have more of a professional pride in their 
examinations, knowing that theirs is a special 
service. which they have been selected to per- 
form. 

The adoption of such a program would not 
eliminate the reasons for offering life insur- 
ance courses in the medical colleges if we ac- 
cept the viewpoint of Dean Emerson, which is 
to the effect that such courses would furnish 
material concerning the prognosis of conditions 
which medical not have. It would 
certainly appear that any physician would be 
benefited by having some of the information 
possessed by medical directors of life insur- 


examiners 


men do 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres, 
Manager of Agents 














ance companies concerning the effects upon 
mortality of certain diseases and personal char- 
acteristics, and this information is obtained only 
through a study of the mortality in groups of 
lives. 

Let us bear in mind that the most imporfant 
development in life insurance to-day has to 
do with greater accuracy in classifying ap- 
plicants for insurance, and that if by some well 
directed and united action we can formulate a 
plan that has in it a promise of better service 
from examiners, an important contribution 
would be made to the great work of furnish- 
ing the most suitable insurance to the various 
classes of applicants. 


The Smell of Smoke 


You have been on a street corner when the 
fire horses, straining every muscle, with nos- 
trils distended, galloped by. Their driver sat 
braced, in order to keep his seat, while he en- 
deavored to curb the rush of the steeds, which 
seemed bent on getting to their destination in 
the shortest possible time. The gong in the 
fire station had been their signal for action, 
and in an instant they were in their places ready 
to get away as soon as the harness was dropped 
Action had been taught them, 
They already smelled 
necessity, and 


onto their backs. 
and action was needed. 


smoke and felt themselves a 
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they must—they would—get there, for they 
scented danger. 

The wide-awake agent has a similar sense of 
danger. If he can inhale a whiff of the smoke 
he can generally prevent the blaze. Let him 
get an inkling that a case—though it be only a 
five-cent industrial—is in the doubtful stage, 
and he will get there as soon as his feet can 
carry him. He scents the danger of what might 
happen to the family, not only through that par- 
ticular case but through its effect on the other 
business in that home. 

A lapse without good and apparent reason is 
likely to create the impression that the agent is 
lenient. Cases have which 
policyholders intended not to lapse, but to try 
out the agent, with the result that they decided 
that if he was no more interested than his man- 
ner indicated, they would give up the insurance. 
His lack of persistency reflected on them, and 
immediately they became disinterested. 

With our constantly growing debits there is 
increasing need for conservation, While this 
part of the work has always received its share 
of attention, and more im- 
portant as the years roll on. What is best to 
do in a case for your income shouldn’t be con- 
sidered for a moment, as the right treatment of 
a policyholder is bound to bring the right re- 
turn—if not directly, then indirectly. If last 
week Mrs. Jones said she would lapse Jennie’s 
ten-cent policy, don’t give up the case so easily, 
no matter how emphatic Mrs. Jones appeared. 
Suppose the call is the farthest out on your 
debit and you know you can write a quarter in a 
quarter of the time it will take you to run out 
there, how do you know but what she has 
changed her mind? How do you know that a 
child has not passed away in the neighborhood 
and the incident has set Mrs. Jones thinking— 
thinking? If, on the other hand, the business 
is allowed to lapse and shortly afterwards little 
Jennie goes on her last, long journey, could 


been known in 


it becomes more 


you forgive yourself for not having been more 
persistent, and would the people in the neighbor- 
for something that might 
have been avoided? Remember, they look upon 
you as an expert in your profession, who should 
be able to show people their full duty in regard 
to life insurance. 

Every life insurance policy was taken out 
for a good and sufficient purpose. It matters 
not whether that purpose be protection or in- 
vestment, or both, there is more urgent need of 
the insurance to-day than when it was issued, 


hood forgive you 


and whether the insured persists, so that the 
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insurance fulfils the purpose intended, depends 
a great deal on how much you interested them 
at the start and how high in your regard stands 
the matter of service to policyholders. Never 
have we known of an instance, however, in 
which an agent who has forgotten self jn his 
duty to others has not been blessed according to 
the biblical authority: “With what measure ye 
mete out it shall be measured to you again,” 

Conserve the business. When you scent the 
danger of a lapse, go to the policyholder and, 
with his interest uppermost in your mind, fight 
it with every available logical argument.—Thp 
Prudential Weekly Record. 


Lincoln Life of Chicago Organizing 

The Lincoln National Life Insurance Com- 
pany of Chicago is being organized in that city 
by a number of business and public men, L, J 
Kadeski is one of the incorporators. 
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ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 
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dowment versus Straight Life for the Youn 


Married Man 


Agents and companies have found the prob- 
lem of selling life insurance one that yields only 
to persistent, intense and well-directed effort. 
The industry has so many phases, each requir- 
ing a different application, that extreme tact, 
coupled with an accurate knowledge of the busi- 
ness, is vitally necessary to success. Every 
prospect who is approached with the idea of 
life insurance has some definite need which de- 
mands a specialized attention in order to be 
adequately coped with. This fact has led the 
life insurance companies of the United States to 
devote more time than ever before to the educa- 
tion of their agents, and it has caused the 
broker to delve into the suhject beyond such 
superficial familiarity with the business as is 
necessary to sell life insurance. The mere sell- 
ing of a life insurance policy is not sufficient ; 
the prospect must be so sold as to remain con- 
vinced of the wisdom of the action he has taken. 
The agent or broker who by glib tongue and 
ready address consummates a sale without a 
study of the particular needs of the insured is 
making a mistake which is certain to be re- 
flected in a high lapse rate later on. 


PREVENTING LAPSES 
The only way in which lapses can be pre- 
vented is by a careful and discriminating study 
of the needs of the insured and the choosing 
of a type of insurance policy which will fully 
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$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 








meet those needs and provide maximum pro- 
tection at minimum cost. Months after the 
policy has been sold and the {first premiums col- 
lected, the policyholder, unless he has been 
thoroughly imbued with the value of life in- 
surance and the necessity for giving it a place 
in his scheme of life, will commence to lose 
interest in his policy and shortly after the 
premiums will cease. Then, if his business is 
to remain on the books of the company, he 
must be resold on the proposition and the entire 
The time to com- 
pletely and convincingly sell life insurance is 


process gone over again. 


when the prospect first receives his policy or, 
if possible, before then. If, in the beginning, 
he is shown the worth of life insurance and is 
made to see it in its broad relation to the wel- 
fare of his own family and the greater good 
of the nation, it will appeal not only to his de- 
sire to protect his dependents in the event of 
his death, but it will also win the support of his 
civic pride and belief in himself as a wise pro- 
vider. Accomplish these things in the mind of 
the policyholder and there will be no lapsed 
policies anywhere. 


A Case In Point 

Many arguments have been advanced by ex- 
perienced men and by life insurance agents and 
brokers in favor of endowment insurance for 
young men. 
been heard from on behalf of straight life in- 
surance. The question is still “sub judice lis 
est” and the controversy has never been actually 
settled in favor of one or the other form. It 
has become increasingly apparent that the exist- 
ing conditions and the needs of the insured 
must form the main basis for a conclusion as 
to whether straight life or endowment insur- 
ance should be advocated for the young man. 
Other plans, such as twenty-payment life, are 
also favored at times. Instead of generalizing 
upon this mooted subject, let us take a case in 
point and make an intelligent survey of the 
issue at stake. Suppese that a young man 
twenty-five years of age has just been married 
and wishes to take out a life insurance policy 
as a protection for his wife and also with a 
view to having some money on hand later in 
life. Let us further suppose that the agent or 
broker to whom he goes for the insurance de- 
sired presents the different phases of endow- 
ment insurance and straight life for his ap- 
proval. The young man is faced with the 
problem of deciding for himself which of the 
two kinds of life insurance policies he will buy. 

Considering only these two life insurance 
policies, namely, endowment or straight life, 
for the present discussion, let us examine the 
merits of each in the particular case cited. The 
young man, a salaried worker, and his wife de- 
cide that he can afford at least $5000 worth of 
insurance and that she shall be named the bene- 
ficiary. By taking the insurance rates of a 
non-participating company, a net premium can 
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Almost an equal number have ~ 





The main feature to be remem- 


he arrived at. 


hered is that two distinet issues are brought up. 
The young man wants to protect his wife and 
wants also to have some money available at the 
end of, say, twenty years. Looking first at the 
possibilities inherent in an endowment insurance 
policy for the case, we find that a $5000 endow- 
ment policy, twenty-year basis, would mature 
at age 45 and would require an annual pre- 
mium of about $200. At the end of the twenty- 
year period this policy would return the young 
man $5000, and in the interim his wife would 
be protected to the extent of $5000 if anything 
should happen to cause his death. Let us sup- 
pose that the policyholder did die. His wife 
would receive $5000 from the life insurance 
company in that event. Then, unless there was 
some other source of income or a savings ac- 
count of more than ordinary magnitude, she 
would be dependent upon the $5000 from the 
insurance company for her living. If she were 
fortunate enough to invest this money safely 
at 6 per cent, it would provide an income of 
$300 yearly. If she did the more advisable 
thing and purchased life annuity it would give 
her an income of over $330 per year, or better 
than $6 per week. In any event the sum would 
not be sufficient to keep body and soul together. 
The policy would have been a failure from the 
standpoint of adequate provision for the liveli- 
hood of the wife. If the policyholder did not 
die and the premiums were continuously paid, 
he would receive $5000 at age 45. He would 
then have the use of this money, of course, but 
if his health had been impaired he would be 
unable to take out any more life insurance, and 
if he died at, say, age 55 and had meanwhile 
used the $5000 for any purpose, his wife would 
be left almost destitute or with very little ex- 
cept the value of any investments he may have 
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made. Even if his health were not impaired, 
the cost of additional life insurance at age 45 
would be greatly in excess of that at age 25 
and would further come at the very time when 
man’s earning power begins to diminish. It 
must be borne in mind that the case under con- 
sideration is that of a young, married man 
working for a salary and without other means 
of support. 
Tue StrAicgut Lire Poiicy 

Let us now see the effects of a straight life 
insurance policy on this man. For the same 
premium of $200 he could purchase approxi- 
mately $13,000 of straight life insurance at age 
25. If he should die before reaching 45 his 
wife would receive $13,000. Invested at 6 per 
cent, this would bring $780 per year instead of 
$200, as was the with the endowment 
If, again, she did the better thing and 


case 
policy. 
purchased a life annuity, it would bring her 
That would mean $16 per week 
While a person cannot live on 


$870 annually. 
instead of $6. 
$6 per week, there are small towns in America 
where it is possible to be protected against want 
with an income of $16 each week. Obviously, 
from the standpoint of protection for his wife, 
the straight life insurance policy is preferable to 
the twenty-year endowment form, since the 
same premium will provide a living income in 
the event of the husband's death. Now, suppose 
that the young man lives beyond the age of 45. 
At age 45 the straight life insurance policy will 
have a surrender value of approximately $2770. 
Should he be in dire need of money, this would 
probably be sufficient to tide him over. If his 
need were not so pressing, he could borrow al- 
most the equivalent of this amount, and by con- 
tinuing the payment of the premiums, the policy 
would remain in force regardless of whether 
his health had been impaired or not. Should the 
man die at age 55, in this event his widow would 
receive the $13,000 less the amount of the money 
borrowed and the interest due on the same. 
Obviously, for this young man, a straight life 
insurance policy would be the more preferable 
of the two, provided that protection for his wife 
were the first consideration, as it usually is. 
An agent or broker, soliciting life insurance 
from a young married man, owes it to his pro- 
fession, to his company and to his policyholder 
to see to it that the latter takes out the type 
of insurance policy which is best suited to his 
needs, and these various important angles and 
If the 


figures in the case should be presented. 
appeal is made almost entirely from the stand- 
point ef protection for the family in the event 
of the insured’s death, disability or greatly im- 
it is almost certain to be pro- 
Not 


all young, married men will face the same prob- 


paired health, 
ductive of a signature on the dotted line. 


lem as that outlined in this article, and the ex- 
perience is related as a suggestion and as an 
indication of the agent’s duties in the matter 
hard-and-fast rule which 


rather than as 


can be followed in every instance. 


any 


Old Line Life of Milwaukee Makes Good 
Report 


The outstanding features of the statement 
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of the Old Line Life Insurance Company of 
America, Milwaukee, as of December 31, 1922, 
are the facts that it wrote $10,400,000 of new 
paid-for insurance, and closed the year with 
$44,250,000 of life insurance in force; that its 
admitted assets on December 31, last, exceeded 
$4,750,000 (an increase of over $1,000,000), and 
that its income in 1922 was $1,674,000. The 
gain in life insurance in force was nearly 
$6,000,000 last year, and the increase in income 
was nearly $280,000. Since organization the 
Old Line Life has paid policyholders and bene- 
ficiaries over $1,000,000. The company is pro- 
gressively managed and _ shows increasing 
strength from year to year under the competent 
direction of President Rupert F. Fry and 


his associates. 


Bill Introduced in Ohio to Permit Deposits 
in Home States 

CoLuMBUs, OHIO, 3.—A bill 
been introduced in the Ohio General Assembly 
to permit companies doing a liability business 
to make a deposit in their home State in lieu 
of the $50,000 deposit which is now required 
in Ohio by companies during a liability business. 

Another bill introduced would extend the time 
of filing the annual statement with the insur- 
ance department from thirty to sixty days after 
January I. 


March has 


Every Business Not Protected by Life In- 
surance Has a “‘Weak Link” in It 


That is a pretty broad statement. It is true 
nevertheless. In the abstract the proposition is 
plain and perfectly simple. It is easy to un- 
derstand. Take a grocer, for instance. If he 
is handling his business alone, without a part- 
ner, and he dies, what happens? 

What does his widow do? What can she 
do, if he hasn’t foreseen this contingency and 
made some provision against it? 

If the grocer has a partner perhaps the part- 
ner can settle with the widow and carry on the 
business without loss and upset. We said per- 
haps. Probably in nine cases out of ten he 
can’t. 

It requires no stretch of imagination to un- 
derstand what the loss of the head of a busi- 
means to that business. Suppose Mr. 
Grocer had taken from his cash register, say, 
a dollar a day and put it into an insurance 
fund for the benefit of the business, which 
means eventually for the benefit of his family. 
Would it be missed? The chances are that it 
wouldn't, 

The same principle applies to partnerships 
and corporations. Alfred L. Aiken, director of 
this company and president of the National 
Shawmut Bank of Boston, specially posted as a 
banker on such matters, says there is a wide 
field for writing life insurance among the 
smaller and moderate-sized partnerships and 
corporations to forestall the inevitable financial 
disaster that accompanies the death of the prin- 
cipals —Thomas A. Buckner in the New York 
Life Bulletin. 
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New Life Insurance Book 


A valuable new book on life insurance by 
William Thornton of the Life Insurance Com. 
pany of Virginia has just been issued by The 
Spectator Company. Mr. Thornton has aimed 
to avoid the use of technical terms, as far ag 
possible, in presenting the basic facts and 
theories upon which the great business of life 
insurance is founded. The student of the sub. 
ject, whether he is entirely ignorant of the 
principles of life insurance, or one who has 
had some experience, may, in a few hours 
study, gain a fair understanding of the ele. 
ments upon which legal reserve life insurance 
is founded. The book will be found instrye. 
tive and entertaining to all those who are 
interested in life underwriting —Southern Up. 
derwriter. 

American Agents Insurance Company 

Organizing 

TerrRE Haute, Inp., March 3.—The Ameri- 
can Agents Insurance Company of this city js 
being organized and will enter the field of life, 
health and accident insurance next June, accord- 
ing to present plans. Organization of the 
company was started the first of this year, and 
the following officers have been elected: John 
Kk. Peyton, president; LD. O. Griffith, treasurer; 
O. D. Wynkopp, secretary, and I. R. Beau- 
champ, assistant secretary. 

The company will deposit $100,000 with the 
State as original and guaranteed capital. The 
sale of stock, which is purchasable in any 
amount at $3 a share, has been placed in the 
hands of the John Redpath Co. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
Address, 
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way 
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UNION CENTRAL LIFE AGENTS MEET 
Executives and Field Men Gather at New 
Orleans Convention 

During the first three days of last week, the 
Union Central Life Insurance Company, Cin- 
cinnati, held its annual agents’ convention in 
New Orleans, La. Officers, superintendents and 
agents came together to make the occasion 
memorable in the company’s annals and the 
program of activities was varied and diverse. 
More than 400 delegates from the forty-seven 
States in which the company operates attended 
the meeting and a luncheon at Grunewald Cave 
and a dinner dance at the Southern Yacht Club 
were features of the three-day session. The 
hours of each day were divided into such 
groupings as would most readily serve for the 
instruction and entertainment of the delegates 
and speeches from many prominent men and 
company officials were listened to. Charles J. 
Orbison, supreme court judge of Indiana, 
delivered an address on the “Judge’s Charge 
to the Jury in the Case of Insurance vs. Wills,” 
which met with much favorable attention and 
comment. Among the officers of the Central 
Life Insurance Company who attended the con- 
vention were: John D. Sage, president ; George 
L. Williams and John W. Pattison, vice-presi- 
dents; Charles Hommeyer, superintendent of 
agencies: J. R. Clark, Jr., treasurer, and E. E. 
Hardcastle, actuary. 

Bad Language 

We are constantly using distateful words be- 
cause of their convenience, or because sub- 
stitutes are hard to find. 

Thus, we talk about life insurance, premiums, 
and dividends. And yet these words are 
ambiguous and consequently misleading. Life 
cannot be insured: it is some product of life 
that is insurance. A premium is not a price 
above par or an expense, but a deposit on ac- 
count of valuable asset. A dividend is not 
an ordinary dividend, but a “return premium.” 

The agent is not a mere salesman. And in- 
surance is not a commodity that can be sold 
like cheese. But we continue to call the agent 
a salesman, and talk about his selling insurance 
as if it were an ordinary commodity. 

\ most objectionable word which I use con- 
stantly because I know of no exact equivalent, 
is the word prospect. It describes the man 
that the agent has a reasonable prospect of 
insuring, but who is not insured. Therefore he 
is not as yet a customer or client. But I get 
rid of this word as quickly as I] can. As soon 
as the prospect signs an application, he be- 
comes the applicant, and as soon as he is in- 
sured he becomes a client, and remains the 
agent’s client until his policy matures. 

The agent might refer to the policyholder as 
his patient; for the province of every agent is 
to keep in touch with all his policyholders, so 
as to cure their financial ills But policyholders 
are familiar with the idea that the agent is, like 
the lawyer, a wise counselor who will give 
eood advice whenever it is needed. So he will 
do well to continue to call his patrons clients, 


instead of posing as a financial doctor.—l/1l- 


liam Alexander in Agency Items, 
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Southern Managers of Guardian Life Meet 

BirMINGHAM, Ata., March 3.—Southern 
managers of the Guardian Life Insurance Com- 
pany of New York held a three-day session at 
the Georgia Terrace in Atlanta last week. 
Vice-President T. L. Hansen and Superintend- 
ent of Agencies George L. Hunt from the home 
office of the Guardian Life Company and fif- 
teen managers from the leading Southern cities 
were present. The annual statement of the 
company was commented upon at the meeting 
as reflecting the great success being attained by 
the agents. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,880,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 














It’s All in the Digger and the Way He Digs 

Applications are to be had in any city, any 
town, any community if you know how to dig. 
The number of applications or the amount 
they represent does not depend on the digging 
place so much as upon the digger and _ his 
method of digging. Applications, increased sal- 
ary, commissions and record making will re- 
sult from constant, intelligent canvassing in 
any territory. Wide-awake, energetic, hustling 
agents prove that it is not the staff, the dis- 
trict, the town or the city that makes the dif- 
ference, but the agent who knows his business 
and then sticks to it from week to week. The 
agents who have backbone, courage and per- 
severance who continuously canvass people 
with energy and enthusiasm make big records 
and pocket the dollars. 

Increased salary and commissions are not 
born; they don’t grow arourd poolrooms in 
winter or under shade trees in summer; they 
are dug for, they are made, they are found 
wherever work is, regardless of local condi- 
tions. If you like increased salary and ordinary 
work—real-for-sure, down- 
of constructive 


commissions, try 
right effort with a big lot 
thought back of it—then try some more thought 
and more work.—T7he Banner. 
Cc. J. Edwards Points Out Uses of Life 
Insurance 
In a recent issue of The Brooklyn Citizen, 
Charles Jerome Edwards, Brooklyn manager 
for the Equitable Life of New York, pointed 
out some of the purposes to which life insurance 
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We are satisfactorily handling 


REINSURANCE 








risks on the Coinsurance basis. 
your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your cases, 


Reinsurance on the yearly Renewable Term plan, or for substandard 
Our decision given by wire on day of receipt of 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


S. C. Tweed, President. 








is adaptable. In speaking of insurance to cover 
inheritance taxes, he said: 

Probably the most amazing service of life 
insurance in the past five years has been the 
development of inheritance tax insurance. If 
anybody had suggested ten years ago that the 
time would come when J, P. Morgan and every 
member of his firm and the thousands of other 
men in similar positions of wealth and affluence 
would be standing at the doors of life insurance 
companies begging for their limit, the man who 
made such an observation would have been 
considered ready for a visit from an alienist. 

But the fact is that to-day the largest life 
insurance policies are being bought by just such 
men for the purpose of providing ready funds 
with which to meet the inheritance tax at the 
moment when it has got to be paid, and the 
sale of securities or loss in investments or dis- 
tribution of assets in order to provide the 


ready money for the inheritance tax would | 
mean a loss far greater and an embarrassment | 
more far-reaching than any amount of pre 
miums that might be paid to cover such pro. 
tection. In short, the taking of inheritance tax 4% 
insurance is funding an obligation which js 4 
positive and absolute, but on which the maturity 7 
date cannot be definitely fixed. Every payment 4 
made on a policy to cover inheritance taxes jg ™ 
merely so much being paid in on a fund to ™ 
meet the inexorable demand of the Government, 7 
It is easier to pay it in instalments running | 
over a period of years and have it ready ina™ 
sinking fund rather than to have a demand for = 
$100,000 or $1,000,000 slapped down on your q 
desk by the Revenue Department. 4 


—The Maine Insurance Department has _ issued @ 
a directory of companies, agents, brokers, etc., datedim 


November 15, 1922. 
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The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


Figures from the 63rd Annual Statement 
which show the soundness and strength of the - 


Admitted Assets 
Liabilities 


Surplus and Dividend 


T. LOUIS HANSEN, or 
Vice-President 


OF AMERICA 





SE LETS NRE a 


teed 


$42,778,214 .11 
36,973,311. 84 





$5,804,902 .27 


SOT RE MAMAS ALES AER 


The Surplus to policyholders (excluding Divi- 
dend Fund) amounts to 8.5% of the Company’s 
total liabilities. 


For information concerning opportunities m 
the field force of The Guardian, address: 


GEO. L. HUNT, 
Supt. of Agencies 7 


50 Union Square, New York 
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Automobile and Marine Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 








Automobile 

Direct liability of insurance company to 
person injured; defenses which may be as- 
serted. a 

A policy of automobile liability insurance 
contained a provision that the insolvency or 
bankruptcy of the person insured should not 
release the insurance carrier from the payment 
of damages, but that in case execution against 
the insured was returned unsatisfied in an 
action brought by the injured party, an action 
might be maintained by the claimant against the 
insurance carrier, subject to the terms of the 


policy, for an amount not exceeding the amount’ 


of the policy, the costs taxed against the as- 
sured and interest. The claimant brought an 
action for damages for injuries sustained 
through the negligence of the policyholder and 
secured a verdict. An execution was issued on 
the judgment entered on the verdict and re- 
turned unsatisfied. The defendant admitted the 
issuance of the policy and also admitted the 
bringing of the action against the policyholder 
but denied the remaining allegations of the 
complaint. The company also set up as a sep- 
arate defense, the issuance of the policy in 
question and that it contained a clause to the 
effect that the policyholder had failed and 
neglected to co-operate with the insurance com- 
pany in the preparation for trial in the action 
brought by the plaintiff against the policy- 
holder; that he left the city without com- 
municating with the insurance company or giv- 
ing notice of his intention so to do and failed 
to appear personally in court or to render the 
insurance company any assistance in the defense 
of the negligence action and thereby violated a 
condition under which the policy was issued, 
which provided as follows: 

“The assured shall at all times render to the 
company all possible co-operation and assist- 
ance. The assured shall not voluntarily assume 
or admit‘ any liability for an accident and no 
loss arising from liability which has been 
voluntarily assumed or admitted by the assured 
shall be covered hereunder.” 

It was alleged that by the failure of the 
policyholder to co-operate with the defendant 
insurance company and render it assistance, the 
policyholder had greatly prejudiced the interest 
of the insurance company and rendered a suc- 
cessful defense of the personal injury action 
impossible and that thereupon the insurance 
company cancelled the policy and mailed to the 
policyholder, at his last known address, a 
notice of disclaimer and cancellation. The 
plaintiff made a motion for a summary judg- 
ment under Rule 113 of the Rules of Civil 
Practice, which motion was denied, and was 
held that the defense set up by the defendant 
was good if it could be proved. The court, 
after citing a number of cases touching on this 
point, remarked: 

“I think it must be conceded that as between 


the assured and the insurance company, failure 
by the assured to comply with the condition of 
the policy requiring co-operation would prevent 
his recovery under the policy of the amount of 
the judgment if paid by him. I can see nothing 
in the statute showing a legislative intent to 
deprive the company of this defense, or to cre- 
ate any other or different liability to the in- 
jured party than that which the policy gave to 
the assured. On the contrary, the intention was 
that at the time when a right of action accrued 
to the injured party under the provision of 
section 109 of the Insurance Law, to justify a 
recovery from the company upon the judgment, 
the policy must then be in force. It is clear 
from the language of that section that the 
liability of the company to the injured party 
does not accrue until an execution issued upon 
the judgment obtained against the assured has 
unsatisfied by reason of in- 
Insolvency or bank- 


been returned 
solvency or bankruptcy. 
ruptcy is the test upon which the right of ac- 
tion depends, and the time when that insolvency 
or bankruptcy is to be determined is when the 
execution is returned unsatisfied. If, prior to 
that time, therefore, the assured had violated 
the terms and conditions of the policy in such 
manner as to entitle the company to cancel it 
pursuant to its provisions, no right of action 
would survive to the injured party. 

“T think that the condition of the policy re- 
quiring co-operation on the part of the assured 
in the defense of the action brought against him 
by the injured party is one of great importance. 
Without the presence of the assured and his aid 
in preparing the case for trial, the insurance 
company is handicapped and such lack of co- 
operation may result in making the action in- 
capable of defense. In the case at bar, the 
statement made to the insurance company that 
the chauffeur was using the automobile for his 
own purposes without permission of the assured, 
constituted, if true, a perfect defense to the 
action brought by the injured party. To enable 
the company to defend the action, it was mani- 
festly essential that the assured be present and 
be examined in his own behalf as a witness 
upon the trial. This, by reason of his disap- 
pearance, was impossible. Furthermore, I see 
nothing in the affidavits and the answer sub- 
mitted which shows bad faith on the part of 
the appellant. If it is acting in bad faith or 
in collusion with the assured, that fact may 
be established upon the trial. The appellant 
should not be put out of court without an oppor- 
tunity to try the issue raised by the defense 
contained in its answer.” Schoenfeld v. New 
Jersey Fidelity & Plate Glass Ins. Co., 203 
App. Div. 796; ——— N, Y. Supp. 


Mistake in number of engine; action to 
reform policy in this respect and to recover 
amount paid by assured. 

A policy of liability insurance on an auto- 
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mobile truck was issued on an application pre- 
pared by the broker. In this application, there 
was a mistake in the number of the engine on 
the car insured. While the truck was being 
used by an employee of the assured, a person 
was killed and an action was thereafter brought 
against the assured which resulted in a judg- 
ment of nearly three thousand ($3000) dollars, 
When the summons in the negligence action 
was served, there was no complaint with it. 
The summons was immediately sent by the 
assured to the insurance company. Subsequently 
a complaint was served which gave the num- 
ber of the engine of the car causing the acci- 
dent, which was different from the one specified 
in the policy of insurance. The insurer there- 
upon returned the summons and complaint to 
the assured and refused to -defend the action. 
The assured thereupon employed attorneys to 
defend the action at the expense of seven hun- 
dred fifty ($750) dollars. The assured, after 
paying the judgment, brought an action to re- 
form the policy by specifying the real number 
of the engine. The court held that judgment 
should be entered in favor of the assured, in- 
asmuch as it appeared without dispute that the 
engine number stated in the application for 
insurance was erroneous, and that the risk was 
not in the slightest degree affected by the error 
in the number of the engine given. Tomato 
Products Co. v. Manufacturers Liability Ins. 
Co. of New Jersey, 203 App. Div. 678; 

N. Y, Supp. 


Marine 

Payment of premium to broker; when 
held to be payment to the company. 

\n insurance company issued a blanket policy 
of marine insurance under which certificates 
were issued covering various shipments. Dur- 
ing the entire course of dealing between the 
policyholder and the company, it appeared that 
all the premiums had been paid to a broker 
clothed with apparent authority to make collec- 
tion on behalf of the insurance company. The 
company sued the insured for premiums and 
the insured answered that the premiums had al- 
ready been paid to the broker. It was held that 
under such circumstances the payment to the 
broker was payment to the company and the 
action against the insured by the company for 
additional premiums was dismissed. Firemens 
Fund Ins. Co. v. Hall; 119 Misc. 702: — 

N. Y. Supp. 


FITZGERALD BILL DEFEATED 
Underhill Bill for Compensation Substi- 
tuted 


The Fitzgerald bill, providing for a monopo- 
listic State fund for workmen’s compensation 
insurance in the District of Columbia, has been 
defeated, and the Underhill bill, patterned after 
the laws of Maryland and Pennsylvania, has 
been substituted in its stead. 
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UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 
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THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition Just Published 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 
CHAPTER HEADINGS 
FIDELITY BONDS—Public Official Bonds—Court Bonds 


(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of bost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 
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THE INDUSTRIAL 
CLAIM ADJUSTER 


By C. H. HARBAUGH, M. D. 


Useful for all Accident and Health Insurance Agents. 


The INDUSTRIAL CLAIM ADJUSTER has been prepared to help in- 
dustrial accident and health insurance agents to increase their earning capa - 
city. From this book they will learn how not to solicit persona who cannot 
be accepted for accident and health insurance. 


Frequently an agent is called upon to adjust claims, and if he is in posses- 
sion of this book he can tell approximately how long the disability, for which 
claim is made, should last, thus assisting prompt settlement. 


The INDUSTRIAL CLAIM ADJUSTER contains the technical and pop- 
ular names of accidents. and diseases and is so completely indexed that the 
description of any accident or illness can be found without trouble; also a 
variety of other information useful to the accident agent, including tae names 
of all bones of the body, table of heights and weights used in accident and 
health insurance, a table for computing weekly indemnity and a table for 
computing monthly indemnity. 


Constant use of this book by the industrial accident and health insurance 
solicitor will result in fewer postponements and rejections of applications 
as well as less dissatisfaction on the part of the claimants. 





140 pages published in vest pocket size for ready reference. 
Price, in flexible leather binding, $1.00 


Liberal discount will be allowed on orders of 100 or 
more copies. 
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GENERAL AGENTS 








An up-todate company, with a clean 
record of over 50 years and over $16,000,- 
000 of assets, writing low premium, non- 
participating insurance, will give desirable 
contract to good General Agents in New 
Jersey and Maryland. 


Address Box No. 500, THE SPECTATOR, 
P. O. Box 1117, City Hall Station, New 
York, N. Y. 
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RESIGNS FROM HANOVER 


ice-President Fred A. Hubbard Goes 
to Private Life 


CONTINUES AS DIRECTOR 


Has Completed Thirty Years of Service— 
Started as Local Agent 

Fred A. Hubbard, vice-president of the Han- 
over Insurance Company, New York, has re- 
signed from that office in order to devote his 
attention to private affairs. His resignation 
will take effect May 1. Mr. Hubbard will 
continue in his capacity as a director of the 
company, however. His successor will prob- 
ably be elected at the March meeting of the 
board of directors of the company. 

Mr. Hubbard entered the insurance business 
as a local agent at Elgin, Ill., and later be- 
came connected with the Western department 
of the Sun Insurance office. He joined the 
Western department of the Hanover in 1894, 
and had entered on his thirtieth year with the 
company. He was appointed general agent of 
the Western department in 1901 and came to 
the home office in 1916. 


COMPANIES ENTERING MISSISSIPPI 
Situation Eased by Number of Licenses 
Issued Daily 
Jackson, Miss., March 5.—A total of eleven 
fire insurance companies operating in the United 
States were licensed recently by T. M. Henry, 
Insurance Commissioner, to operate in Missis- 
sippi. The constant flow of applications re- 
ceived at the Commissioner’s office daily in- 
dicates an exceedingly large number are anxious 


to renew operation in Mississippi. Those 
licensed were: 
New York Underwriters Agency for Hart- 


ford Fire, Hartford, Conn.; Commercial Union 
Assurance Company, New York; Hand in 
Hand Underwriters for the Commercial Union, 
New York; Home Fire and Marine Insurance 
Company, San Francisco, Cal.; Firemans Fund 
Insurance, San Francisco, Cal.; Atlanta Home 
Underwriters for the Firemans Fund, Atlanta, 

Insurance Company of North America, 
Philadelphia, Pa.; Alliance Insurance Company, 
Philadelphia, Pa.; Underwriters Fire Insur- 
ance of Philadelphia, Pa.; National Security 
Insurance Company of Omaha, Neb. The 
National Security has never operated in this 
State, it was announced. 

It is understood all of the old companies re- 
turning to the State are paying up the premium 
taxes due from them at the time they quit the 
State more than a year ago. The total due 
from the companies at the time of their with- 
drawal was about $130,000. 


—A bill to set up a rating bureau in Utah has been 
killed. 


—The executive committee of the International 
Association of Fire Engineers met in Richmond, Va., 
last week and decided to hold the annual convention of 
the association in Richmond during the week of 
October 23. The convention will be held at the 


Jefferson hotel and about 2000 delegates are expected. 


UNDERWRITING RESULTS 


Supplemental to lists published in 


in previous issues 


NAME AND Location or Co. 
Abeilie, Patie- oc. /icc 
Albany, Albany .......... 


Allemannia Fire, Pittsburgh 
Alpha General, Calcutta.... 
American Equitable, N. Y. 
American Fire, N. Y 
American National lire, 

Columbus, O, 
Assurance Co. of Am., N.Y. 
Atlantic City Fire, Atlantic 

CA is canpaeueckaccces 
Baltimore Am., Baltimore. 
British Am, Assur.,Toronto. 
British General, London... 
California, San Francisco. . 
Camden Fire, Camden, N.J. 


Century, Edinburgh....... 
Central Mfrs. Mutual, Van 
Whasts (Oo folesds ca Ge ces 


City of New York, N. Y.. 
Commerce, Albany, N. Y... 
Commercial Union, London. 
Com’] Union Fire, N. Y... 
Commonwealth, N. Y...... 
Concordia Fire, Milwaukee. 
Connecticut Fire, Hartford. 
Consolidated Assur., London 
La Cubana Compania Na 

cional, Havana 
Detroit F. & M., 
Dubuque F. & M., 


Detroit... 
Dubuque 


Eagle Fire, New: atl is oceese 
Equitable F. & M., Provi 

POO. nine d ea wd aee oes 
Excelsior, Syracuse ...... 


Farmers Fire, York, Pa... 
Firemens, Newark ........ 
Fire Reassurance, N. Y. 
First Reinsurance, H: urtford 
First Russian, Petrograd... 
Franklin Fire, Phila....... 
Georgia Home, Columbus... 
Girard F. & M., Phila..... 
Globe National ‘ire, Sioux 
PT na ana ace 'e © ee aida 
Great 
Great West’n Fire, Chicago. 
Hawkeye Securities Fire, 
Pied SS cua cence ves 
BiGmne INe Wi dite tatweee 
Fiudsot Ne Wieiececeees 
International, N. Y....... 
Inter-Ocean  Reins., 
RARIGR oe cds Fute-erkas, fa. 0se 
Interstate Fire, Detroit.... 
Iowa Nat’l Fire, Des Moines 
Knickerbocker, N. Y 
LaSalle Fire, New Orleans. 
Law, Union & Rock, Lon. 
Etberty, St: Eoaisc.<c oic:as-s 
London & Lancashire, Lon. 


Lumbermens Mutual, Mans- 
Melia Ole clause mare ens. ais 
Lumber Mutual, Boston... 


Marquette National, Chicago 
Mechanics, Philadelphia 
Mercantile; INNo ¥ «acc. ec'es 
Metropolitan-Hibernia Fire, 
CHARO ciecccwacadises 
Metropolitan Nat'l, Havana. 
Michigan F. & M., Detroit. 
Milwaukee Mechanics, Mil- 
waukee . 
Nationale Fire, 
National Fire, IHlartford.. 
National Reserve, Dubuque. 
Newark Fire, Newark..... 
New India, Bombay....... 
N. Y. State Fire, Albany.. 
New Zealand, Auckland.... 
Nippon Fire, Tokio....... 
North British & Mercantile, 
London 
Northern, 


Moscow ae ee 
Northern Assur., London. . 
Norwich Union, Norwich... 
Ohio Farmers, Le Roy..... 


Orient, Hartford ....6..<. 
Pacific States Tire, Port 
lat, CHG. 2 cscescineees 


Palatine, London eaduree es 
Pennsylvania Fire, Phila... 
Pennsylvania Lumbermens 

Mutual Fire, Phila...... 
go: eS ree 
Pittsburgh Fire, Pittsburgh. 
Prudentia Re- and Coins., 

Zurich 


Reliance, P hiladelphia 
Rossia Ins. Co. of America, 
ee eee eer 
Royal Exchange, London... 
Russian Reins., Petrograd.. 
Sactguard, Ni. ¥ ccccuscens 


Scottish Union & National, 
Edinburgh 
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Underwrit’g Underwrit’g 


Income 
Earned 
S$S98,201 

4197 975 
1,429,408 
957,420 
1,165,440 
1,122,487 


662,597 


576,688 


102,718 
286,156 
1,401,299 
971,147 
1,520,518 
4,054,009 
607,078 


9,367,: 

1. 467,147 
2.520.353 
2,556,511 
6,846,850 
1,469,108 





716,518 
1,171,428 
1,629,706 


806,580 


1,057,926 

103.893 

626,136 
6,1 v3, S74 
2,977,136 
1,959,701 
1.918,002 
2,793 





1,169,470 
192,059 


251,746 


805,383 
41,382,463 
S97.004 
4,049,378 


619,984 
96,958 
370.869 
615,425 
64,833 
696,053 
642,774 
3,489,060 


1,625,865 
967,477 
815,280 

1,078,583 

1,992,817 





173,930 
494,680 
1,194,874 


3,820,258 
898,201 

16, 061,: cdo 
518 E. 


78 302 





3,505 





310.855 
1,015,099 
841,110 


7,966,794 

4,902 
5,631,500 
4,082,700 
2,929,731 
2.384, 960 





316,150 
53.087 048 


$999,678 


839,920 
598,201 
192,214 
? 671,263 
784,201 


6,920,537 
2,886,469 
1 222,574 


418,885 


3,756,700 


Profit (+) 
or Loss (—) 
—$91,100 


—114,146 
115,624 


+-25,947 
,536 
—54,893 
+-9,816 
—196,335 
—5,846 


—5,932 





+498 264 
232,400 
+-9,748 

+194,656 

+-109,755 

- 107,170 





115,830 


—100,309 
48,844 
—143,339 
17,316 


+167,670 
—15,026 
—67,849 
“1,072,669 
275,926 
—51,640 
45,299 
1,956 
—16,560 
70,800 


—93,955 
—89,325 
—140,592 


—287,046 
—884,484 
—140,541 


—53,106 


—119,081 
—30,656 





—68, 570 


+117,100 


+-336,960 
+ 438,012 
—96,251 
—53,908 

—5,262 

— 4 
7 


= S 


Pap 


97 
2 53 
31,020 
+-56,706 
—92,111 
+-29,099 
—96,992 
£29,533 
—675,133 
—83,133 
853 


—66,703 








+-448,456 
—126 
—62,027 
—123,107 
—201,507 
+ 38,522 
—58,158 
6.958 
71,111 


+ 364,459 
—90,827 
—68,490 


— 290,292 
104,409 





$534,538 
1,820,043 
661,824 


Columbia. . 
Pittsburgh. . 
Trenton.... 
Indianapolis. 


South Carolina, 
Superior Fire, 
Standard Fire, 
Sterling Fire, 





Svea Fire & Life, Gothenb’g 
eit, LONGOR 65 canescens 3,925,373 
Union & Phenix Espanol, 

MISHEME: code dceddecccaes 3,383,830 —210,811 
Union Assurance, London. 1,769,282 —130,590 
Union Fire, Buffalo ....... 261,408 —18,123 
Union, Hong Kong ieeene xe 6,235,420 — 293,270 
Union Reserve, N. Y...... 1,444,184 —66,143 
United American, Pittsb’gh. 479,821 —73,798 
United Firemens, Phila... 824,651 —260,981 
Warsaw, Warsaw ........ 506,864 —33,788 
Western Assur., Toronto.. 1,942,381 —310,964 
Yorkshire, York. .....00< 1,847,842 +45,151 


EXTRACTS FROM STATEMENTS OF 
FIRE AND MARINE INSURANCE 
COMPANIES 
Supplemental to lists published in Tue Spectator 


in previous issues. 





5 Surplus 
NAME AND LocaTION to Policy- 
oF CoMPANY Dec. 31 Assets holders 
Abetile, Pasie. .6..c cn 1922 $1,497,664 $415,554 
1921 1,436,060 433,850 
Albany, Albany ........ 1922 1,686,841 979,123 
1921 1,488,362 880,741 
Allemannia Fire, Pitts- 1922 3,302,019 1,497,790 
WEIS eee cesenccanes 1921 3,180,487 1,438,590 
Alpha General, Calcutta. 1922 1,827,325 599,301 
1921 1,220,454 781,470 
American Equitable,N.Y. 1922 1,997,210 1,008,936 
1921 2,395,839 1,005,752 
American Fire, N. Y... 1922 1,749,416 698,894 
1921 1,475,438 679,487 
American National, Co- 1922 1,387,753 
NG Faaos acaadean 1921 1,346,769 
Assurance, N.Y i.s6ss< 1922 1,435,241 
1921 1,327,234 
Atlantic City, Atlantic 1922 624,423 519,413 
CS wand edecuedawes 1921 55 wane 428,865 
Baltimore <Am., _ Balti- 1922 1,707,856 1,289,289 
WE 2 césueetuawccus 1921 1,635,842 1,232,870 
British America, Toronto 1922 2,302,902 811,762 
1921 2,256,915 655,879 
British General, London. 1922 838,069 445,439 
1921 854,479 453,267 
California, San Francisco 1922 3,144,827 1,395,218 
1921 3,143,528 1,456,394 
Camden, Camden ...... 1922 7,353,746 2,840,120 
1921 7,213,735 2,407,152 
Central Mfrs. Mut., Van 1922 2,234,478 1,149,854 
Wiest u.dcencsaena 1921 2,229,351 976,602 
Century, Edinburgh..... 1922 1,067,685 592,282 
1921 1,134,460 577,695 
Charleston I. and_ T., 1922 427,546 269,484 
ChaveMOw co ccccacc cs: 1921 523,964 290,616 
Christiania Gen’l, Chris- 1922 4,700,178 1,266,257 
TAMER a cicvcaueddnes cs 1921 5,533,515 1,189,998 
City of New York...... 1922 3,944,724 1,608,776 
1921 3,536,764 1,686,397 
Commerce, Albany ..... 1922 1,272,133 887,463 
1921 1,077,068 710,120 
Commercial Union Fire, 1922 2,209,777 555,026 
ows wo aatiervesecas 1921 1,968,090 370,448 
Commercial Union, Lon- 1922 15,164,807 5,291,818 
OOD cd ecu cence euatan 1921 14,037,562 4,476,193 


2,071,359 
1,876,446 


Commonwealth of N. Y. 1922 4,892,303 
1921 4,421,468 


Connecticut Fire, Hart- 1922 13,457,694 5,379,875 
ME co sacaceeanseates 1921 12,421,018 4,585,192 
Consolidated, London... 1922 2,174,783 571,607 
1921 1,968,038 525,361 
Ia Cubana Nacional De 1922 1,102,140 405,155 
Segaros, Havana..... 1921 978,979 415,568 
Detroit F. & M., Detroit. 1922 3,263,221 1,968,851 
1921 3,296,238 1,855,536 
Dubuque F. & M., Du- 1922 3,507,212 1,209,565 
DURE 5 asedacccanses 1921 =. 3,240,353) = 1,107,544 
Eagle, Star & British 1922 5,053,461 ey 
Doms., London....... 1921 5,024,148 1,043,67 
Eastern Fire, Atlantic 1922 426,892 354,030 
CM , Sereerrerc er: ie 1921 412,765 310,935 
Equitable I’. & M., Prov- 1922 3,836,298 701,239 
IONE <<. cccunceases 1921 3,477,729 esas 712 
Excelsior, Syracuse..... 1922 349,676 266,124 
1921 338,301 269,183 
Farmers Fire, York, Pa. 1922 1,614,873 $26,128 
1921 1,536,692 770,132 
Firemens, Newark ..... 1922 15,690,687 6,686,386 
1921 10,517,443 4,090,571 
Fire Reassurance Co. of 1922 3,297,998 828,814 
Ne Wir cecadeavcusews 1921 3,102,600 922,152 
First Reinsurance, Hart- 1922 4,448,757 1,202,847 
100th Gecccavusacsecacs 1921 4,251,747 1,030,018 
First Russian, Petrograd 1922 2,806,049 1,102,625 
1921 3,267,033 917,608 
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FIRE AUTOMOBILE MARINE 


it HAMPTON ROADS 


FIRE 42 MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY HAROLD KNOX 
President Vice-Pres. and Gen. Mgr. Secretary 

















The Fidelity an asualty (Ompanyot \ewVork 


—1876— ROBERT J. HILLAS, Pres. —1923— 


Total Assets - - Over Twenty-eight Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders about Eight Million Dollars 


Losses paid to December 31, 1922 Over Ninety-Three 
Million Dollars 





—<—<—$—$ $$$ 
CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 


LIABILITY Casualty Insurance CONTRACT 
COMPENSATION FIDUCIARY 


AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS 

PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 

BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















“INSURANCE THAT INSURES”’ 

















“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 
SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 
JUST THE INFORMATION THE NEW AGENT NEEDS 


and prepares him for 
FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
Ie SComies.........<. $5.00 100 Copies...... $25.00 
25 Copies. .......5- 9.00 500 Copies...... 100.00 
BOMSOIIES. 2. <...545: 15.00 1000 Copies...... 175.00 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


=—. 
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The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 








QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEPIT for accidents occurring while riding tn 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 











The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 





GROSS ASE IO. «0 nc ecacsguesvnes $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE..........: 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 














Live Men Wanted 


Y the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 


Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co. 
CINCINNATI, OHIO 
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Tite Great Lmenioanjihutnal § Record-Break- 


° ing Year 
Linrclemianyy Compahy is in prospect 


for The Great 











. os, American. The 
general busi- 
ness depression 
which has 
swept the coun- 
try has not af- 
fected Great 
MANSFIELD, OHIO American busi- 
Ohio’s Largest and Strongest ness. It was 


Automobile Insurance Company never better. 
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Extracts from Statements of Fire and 
Marine Insurance Companies 


(Continued from page 29) 


NaME AND LocaTION 
or CoMPANY 


Franklin Fire, Philadel- 
Pid. cesses ccivielyeeis 
Georgia Home, Columbus 
Girard F. & M., Phila- 
delphia 
Globe National lire, 
Sioux City ..----+-++ 
Great Lakes, Chicago... 


Great Western Fire, Chi- 
CAO verter cree tees 
Hawkeye Securities, Des 
Moines 
Hudson, N. Y....-----> 


International, 


Inter-Ocean Reinsurance, 
Cedar Rapids 
Interstate Fire, 


Detroit. 


lowa National Fire, Des 
Moines 
Knickerbocker, N. Y...-- 


& Rock, 


Louis. 


Law, Union 
London 
Liberty Fire, St. 
London & Lancashire, 
London 
Lumber Mutual, 


Boston. 


Mutual, 


Lumbermens 
‘Mansfield 
Marquette National, Chi- 
CASO caste ces ewoaesies 
Mechanics, Philadelphia. 


Mercantile Ins. Co. of 
America, N. 
Metropolitan - Hibernia, 
Chicago 


Metropolitan National, 
AVAA eicisievee sc cles 
Michigan F. & M., De- 
eres rei 


Milwaukee Mechs., Mil- 
WAUNOG ke oicceverstarerece- aie 


Nationale Fire, Paris... 
National Fire, Hartford. 


National Reserve, Du- 
buque 


New India, 


Bombay..... 
New Zealand, Auckland. 
Nippon Fire, Tokio..... 


North British & Mercan- 
tile, London 


Northern, London...... 


Northern, Moscow 


Norwich Union, Norwich 


Ohio Farmers, LeRoy... 


Orient, Hartford ....... 


a oe States Port- 


Palatine, 


Pennsylvania Fire, Phil- 
BGOIDNIA oes swe « 
Pennsylvania Lumber- 
mens, Philadelphia... 
Phenix, Pastis cc. scc'eos 
Pitts- 


Pittsburgh Fire. 
urgh 


Preferred Risk, Topeka. 


Prudentia Re. 
surance, 


& Coin- 
FOGHORN 0 ses 


Dec. 31 


1922 
1921 

1922 
1921 

1922 
1921 

1922 
1921 

1922 
1921 

1922 
1921 

1922 
1921 

1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 

1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 

1922 
1921 
1922 
1921 
1922 
1921 
1922 


1921. 


1922 
1921 
1922 
1921 
1922 

1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 
1922 
1921 


Assets 

$7,485,428 
6,951,741 
727,291 
730,216 
4,775,912 
4,360,509 
2,271,165 
2,333,313 
1,100,127 
985,934 
1,098,965 
764,636 
1,761,288 
1,867,531 
2,356,801 
2,531,308 
6,375,960 
6,308,978 
1,883,896 
1,623,198 
458,425 
448,692 
1,217,670 
1,229,111 


993,806 
992,266 
8,014,003 
7,703,919 
2,097,623 
1,878,029 
1,975,060 
1,810,430 
1,742,646 
2,001,978 
3,461,788 
3,160,707 
4,543,194 
4,048,353 
532,349 
512,437 
458,184 
693,890 
2,314,367 
2,377,909 
8,366,559 
7,941,068 
1,565,844 
1,465,631 
30,375,283 
28,251,065 
1,306,793 
1,172,690 
2,265,581 
1,232,038 
2,156,941 
2,123,634 
1,293,259 
1,333,654 
13,508,221 
12,398,235 
9,467,176 
9,601,139 
705,439 
703,105 
6,199,793 
5,810,555 
4,889,993 
5,088,395 
6,136,892 
5,678,748 
966,662 
850,980 
5,183,128 
4,997,637 
11,401,469 
10,474,555 
1,891,612 
1,683,116 
1,516,371 
1,451,016 
278,997 
706,041 
1,274,569 
1,472,682 
4,035,648 
3,555,554 


Surplus 
to Policy- 
holders 
$2,919,172 
2,546,834 
353,980 
340,154 
2,110,233 
1,851,855 
1,242,913 
1,233,530 
760,679 
760,842 
702,138 


2,376,002 
1,880,641 
1,039,430 
1,036,530 
364,994 
332,715 
807,333 
758,740 
811,471 
846,848 
1,009,567 
869,595 
351,925 
260,987 
709,533 
3,209,037 
1,586,095 
1,386,720 
784,628 
739,468 
781,626 
881,734 
1,545,537 
1,414,494 
2,279,039 
2,096,653 
342,503 
324,038 
1,434,132 
1,500,628 
1,033,697 
909,384 
3,527,362 
3,083,919 
483,734 
463,422 
10,350,064 
8.871,126 
530,192 
539,672 
485,432 
1,007,668 
1,026,791 
995,176 
514,393 
498,090 
5,075,530 
4,213,479 
3,201,030 
3,267,577 
679,342 
660,133 
1,878,710 
1,669,261 
1,113,685 
1,166,535 
2,587,408 
2,505,434 
511,942 
564,893 
1,749,717 
1,556,805 
4,343,400 
3,672,968 
1,413,150 
1,212,249 
434,260 
448,806 
243,263 
285,399 
768,250 
662,643 
1,272,735 
1,232,898 





Reliance, Philadelphia... 1922 $2,271,165 $1,242,913 
1921 "2 '333,313 1,233,530 

Rossia, Hartford ....<. 1922 9,263,520 3,552,816 
1921 9,485,249 3,199,170 

Royal Exchange, London 1922 5,457,633 2,181,944 
1921 5,511,061 2,235,269 

Russian Reins., Petro- 1922 1,994,801 997,139 
ae in spe iene 1921 2,441,494 917,969 
Safeguard, Ni Y......:. 1922 1,359,955 786,931 
1921 1,241,926 670,93 

Scottish Union & Nat’l, 1922 9,178,569 4,781,039 
Edinbasagm «260s ccecse 1921 8,442,342 3,909,381 
South Carolina, Colum- 1922 621,482 259,284 
Bien See 1921 721,393 271,070 
Standard Fire, Trenton. 1922 1,729,941 862,904 
1921 1,618,270 834,567 

Sterling Fire, Indian- 1922 2,620,998 1,440,714 
MPO dsc cee. cereals 1921 2,438,109 1,432,442 
Sunflower Fire, Topeka. 1922 392,937 845,465 
sti, LOnget. . 6 cececc 1922 7,093,503 2,207,859 
1921 6,964,324 2,274,837 

Superior Fire, Pittsburgh 1922 3,806,949 1,514,962 
1921 3,509,765 1,426,574 

Svea Fire & Life, Goth- 1922 3,054,940 1,400,269 
CNDUNE 6. sas oscicencase 1921 3,004,018 1,270,975 
Union & Phenix Espanol, 1922 3,970,972 455,063 
MOGth Joos scceeacese 1921 3,937,456 625,152 
Union Fire, Buffalo.... 1922 626,588 417,584 
1921 627,607 405,994 

Union, Hong Kong..... 1922 8,459,146 2,466,624 
1921 7,503,382 2,295,453 

Union, London .;..:.... 1922 2,958,410 986,395 
1921 2,792,637 919,215 

Union Reserve, N. Y... 1922 1,723,698 875,997 
1921 1,577,658 821,683 

United American, Pitts- 1922 965,050 364,077 
WRU soc est se Siacece sty 1921 981,537 396,050 
United Firemens, Phila- 1922 2,287,884 760,518 
CGUMME ovale wesiseesce 1921 2,127,534 865,734 
Warsaw, Warsaw ..... 1922 1,153,760 588,677 
1921 1,096,712 540,222 

Western Assur., Toronto 1922 1,409,505 
1921 ‘ 1,599,555 

Yorkshire, York «...:.: 1922 3,008,963 1,383,778 
1921 2,935,231 1,084,554 





SUPERIOR FIRE CAPITAL TO BE 
$1,000,000 

$160,000 Added to Net Surplus—Assets 

Increased to $4,000,000—Remaining 

Treasury Stock Will Be Issued 

The Superior Fire Insurance Company, Pitts- 
burgh, held a meeting of its board of directors 
last week at which it was decided to issue the 
remainder of the treasury stock at $90 per 
share, this amount to be paid in five equal instal- 
ments. The par value of the company’s stock 
is $50 per share, so that the sale of additional 
stock at a price of $90 will add $160,000 to the 
net surplus. The financial statement of the 
company as of December 31, 1922, showed 
$800,000 capital, about $700,000 net surplus and 
approximately $3,800,000 worth of assets. When 
the new move becomes effective the company 
will have $1,000,000 capital, a net surplus of 
about $860,000, and more than $4,000,000 in 
assets. 





GUARDIAN FIRE AFFAIRS 
Life Holding Corporation 
Makes Offers 

Satt Lake City, Uta, March 5.—Following 
action taken last November, when it was de- 
cided to liquidate the affairs of the Guardian 
Fire Insurance Company of this city, the 
board of directors has sent a circular to the 
stockholders in which they are asked if they 
will accept one of three propositions offered 
by the International Life Holding Corporation 
of St. Louis, Mo. These propositions include: 

1. To purchase all stock of company or as 


31 


International 


much of it as desired to sell at $6.50 per share. 

2. To exchange two shares of 8 per cent 
preferred stock in the International Life Hold- 
ing Corporation for one share of stock in 
Guardian. 

3. To pay $7 per share for one-half of all 
the stock which each stockholder holds in the 
Guardian and to give two shares of the 8 per 
cent preferred stock in the International Life 
Holding Corporation for one share of Guar- 
dian, thus taking care of the other one-half of 
the Guardian stock. 

The directors are all in favor of these propo- 
sitions and every stockholder is given the same 
opportunity to dispose of his stock as was given 
the directors. The offer holds good until 
March 1. This stock originally sold at $11 per 
share. 


AETNA PROMOTIONS 


P. W. D. Jones and Jesse M. Waller Ap- 
pointed General Agents for South 

P. W. D. Jones, Charlotte, N. C. and 
Jesse M. Waller, Richmond, Va., formerly 
State agents of the A<tna Insurance Company, 
Hartford, have been appointed home office gen- 
eral agents with jurisdiction over the Southern 
territory. 

Both men have had long experience in the 
South in local agency and field work. The 
position they now occupy is one newly crea- 
ted by the company, which states that it brings 
well-deserved promotion to the men. 


NO AGREEMENT YET 


Companies at Conference Consider 
Proposals 


Fire 


A joint committee of the filing and non-filing 
fire insurance companies in New York State 
met with Colonel Francis R. Stoddard, Jr., 
Superintendent of Insurance, Friday afternoon 
in an effort to reach an agreement as to the 
rules of the New York Rating Organization. 
The non-filing companies are not desirous of 
being compelled to regulate commissions, and 
so have remained outside the organization, 
meantime being unable to file rates in com- 
pliance with the New York law, which has now 
been effective for some months, 

A number of proposals were made having to 
do with the method of governing the present 
organizations and the enforcement of the com- 
mission rules. None of these proposals were 
agreeable to all parties present and at the close 
of the conference no definite headway could be 
reported. Another hearing will be held shortly. 


Globe and Rutgers Licensed in Mississippi 


Jackson, Miss., March 5.—Insurance Com- 
missicner T. M. Henry yesterday licensed the 
Globe and Rutgers Fire Insurance Company 
of New York. W. M. Raly and Company of 
New Orleans will be general agents of the 
company in this territory. This means, accord- 
ing to Mr. Henry, that within the next few 
days the Globe Underwriters will also be 
licensed, as this is an agency company of the 
Globe and Rutgers. 
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THE BOOK NO FIRE INSURANCE MAN CAN AFFORD TO BE WITHOUT 


1923 EDTION—NOW READY 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 


BY CHARLES C. DOMINGE AND WALTER O. LINCOLN 


Members National Fire Protection Association, 
Examining Underwriters Association and 
Insurance Society of New York 


A Complete Fire Insurance Reference Work Under One Cover 
Over 1000 Pages of Profitable Information 
More Than 5000 Subjects Treated 


Numerous Illustrations 


THIRD EDITION, ENTIRELY REVISED AND GREATLY ENLARGED 


Over 500 New Subjects; 37 New Illustrations; 250 Additional Pages. 
Subjects are arranged alphabetically and well cross-indexed. 


Subjects covered embrace practically all fire and special hazards of 


Chemicals, Processes and Materials Used in Manufacture or Commerce, 


Standard Fire Insurance Policy Conditions, Definitions of Insurance Words and Phrases, 
Descriptions of Various Forms of Insurance, Dangerous Subjects Under Trade Names. 


The third edition of the above-named book, of which the earlier editions 
have proved very beneficial to those engaged in fire or marine underwriting 
or in the prevention or extinguishment of fire, will be of even greater service, 
especially to 


Insurance company managers Fire marshals Inspectors Underwriters 
Department managers Insurance clerks Local Agents Counter men 
General agents Insurance brokers Loss adjusters Map clerks 
Special agents Examiners Marine underwriters Placers 
Schedule raters Students 


Handy Size—Thin Paper—Flexible Cover 


PRICES: 
Per Copy (regular edition) $6.00 
IE. i x. e504: % Woe mera bali $ 65 et Ra sh eee $190 
ie sos 96 5.8 -aovee eNN $120 Be 5 5-5 6 bs Kees eenanee $330 


Edition de luxe, real flexible leather, gilt edges, thumb indexed, $10. 


THE SPECTATOR COMPANY 


Publishers 
Cuicaco OFFICE 135 WILLtiAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Strong Financial Condition of City of 
Pennsylvania 

As of December 31, 1922, the City Insurance 
Company of Pennsylvania, located at Sunbury, 
presents a strong financial statement. This 
shows assets of $1,336,018, of which the surplus 
to policyholders constitutes more than half, be- 
ing $770,375. including $600,000 capital. Among 
the company’s resources are noted United States 
Government bonds valued at $196,015; other 
bonds and stocks, $559,054; loans on mortgages, 
$376,822; cash, $81,895, and other items. Its 
chief liability is its unearned premium reserve, 
$400,885. The company’s premium income last 
year exceeded $520,000. The City has been pay- 
ing losses for over half a century, and has 
worn an excellent reputation for its fair dealings 
The offices of this 
Presi- 


with its policyholders. 
strong and conservative company are: 
dent, J. Harris Lenker; vice-president, P. H. 
Fuhrmann; secretary and underwriting man- 
ager, A. F. O’Daniel; assistant secretary, Harry 
Streitz; treasurer, Ambrose Persing. 


La Cubana Compania Nacional Shows Gains 

The statement of the United States branch 
of La Cubana Compania Nacional De Seguros, 
Havana, Cuba, shows that excellent progress 
was made in this country during the past year. 
The company writes reinsurance of fire and 
allied lines here and its net premium income for 
the various classes of business in 1922 aggre- 
gated $765.910. This was an increase of about 
$216,000 over the same figures as of December 
31, 1921. Augmented writings necessitated an 
unearned premium reserve of about $49,000 
more than that of the previous vear, the item 
in the statement dated December 31, 1922, hav- 
ing been $546,605. On the same date the ad- 
mitted assets of the American branch amounted 
to $1,102,140 and the surplus as to policyholders 
was $405,155. The lines written by La Cubana 
Nacional are fire, motor vehicle, tornado, hail, 
sprinkler leakage, riot, etc. The company’s re- 
sources in this country are made up of cash, 
$55,918: bonds owned, $1,029,080; accrued in- 
terest, $12,797, and agents’ balances, $4,345. 
Among the bonds are noted several issues of 
United States securities and also bonds of the 
Republic of Cuba and of a number of railroads 
and industrial concerns. 

Fester, Fothergill & Hartung of 110 William 
street, New York, who are the United States 
managers of La Cubana Compania Nacional, 
have developed a large reinsurance business. 
They also represent six other foreign compa- 
nies writing reinsurance in this country and 
have built up a fine reputation for successful 
and conservative handling of risks. 


New Commissioner of New Jersey 
Edward Maxon has been appointed Commis- 
sioner of Banking and Insurance in New Jer- 
sey, to succeed the late William EF. Tuttle. He 
assumed office January 28. 


—Robert Prickett, Belzoni, Miss., has joined his 
business with that of the Belzoni Realty and Insurance 
Company, and the new firm will be known as Robert 
Prickett Company, Inc. 


JOINT ILLINOIS MEETING 


Federation and Agents Gather at 


Springfield 


J. E. CALLENDER FEDERATION 
PRESIDENT 








James L. Case Addresses. Agents—State 
Governor Attends Banquet 
SPRINGFIELD, Itt., March 6.—The joint an- 
nual meeting of the Insurance Federation of 
['inois and the Illinois Association of Insur- 
ance Agents was held to-day at the Leland 
hotel here with more than two hundred agents 
and members of the Federation present. C. W. 
Olson, secretary of the Federation, in rendering 
his report, outlined the work that had been ac- 
complished by that body during the last year, 
and commented upon the success of the Federa- 
tion’s campaign to defeat the Fitzgerald 

monopolistic bill in Congress. 

Joseph E. Callender, resident manager in 
Chicago for the Ocean Accident and Guarantee, 
was elected president of the Federation, suc- 
Coffin. For secretary and 
Vice- 
presidents named were as follows: Fred. Y. 
Coffin, John C. Harding, John Lanphier and 
George D. Webb. 

The meeting was addressed by Charles Bel- 
linger of New York, president of the Insurance 
Federation of America. Mr. Bellinger im- 
pressed upon the members the importance of 
werking co-operatively in the Federation, as 
that institution is the one organization which 


ceeding Fred, Y. 
treasurer, C. W. Olson was re-elected. 


stands for the protection of the business. He 
expressed pleasure at the acceptance by mem- 
hers of the Illinois Legislature of the invitation 
to dine with the insurance men at the annual 
banquet scheduled for this evening. 

\ special meeting of the Agents Association 
was presided over by the president, A. J. An- 
derson. The principal speaker of the afternoon 
was James L. Case, president of the National 
Association, who, in his characteristic manner, 
spoke of matters pertaining to both the State 
and National organizations. He urged the 
enactment of the agency qualification bill, which 
is pow before the Legislature, and commended 
the companies for their co-operation in bring- 
ing about a solution of the acquisition cost 
problem. 

No action was taken toward the selection of 
a field secretary to represent the two organiza- 
tions. 

The entire general assembly attended the 
monster banquet held in the evening. The 
Governor of Illinois, Director of Trade and 
Commerce William A. Murphy and other State 
officials were present. Hon. Ben W. Hooper, 
chairman of the United States Railway Labor 
Board, was the speaker of the evening. 


Agents’ Key to Fire Insurance 
This is the best book of its kind I have 
yet got hold of. I find it right to the point 
on many important subjects which are coming 
up for discussion to insurance men from time 
to time—R. J. Thompson & Son, Lansing, 
Mich. 


33 


Iowa Legislation 

Des Moines, Ia., March 5.—The Iowa Legis- 
lature reconvened this week after a ten-day 
recess, during which time the lawmakers went 
back to their constituents to find out whether 
they approve of the work done thus far and 
what they would like to see accomplished the 
remaining six weeks of the session. From a 
fire insurance standpoint, the most important 
measure pending is the Thurston bill to restore 
the State rating system that prevailed some 
years ago but was discontinued in 1917 after 
two years in effect, Friends of Senator Thurs- 
ton, who lives at Osceola, Clarke county, have 
started a boom for him for Congressman from 
the Eighth district, to succeed Judge Towner, 
who has been named Governor of Porto Rico 
hy President Harding. There are several can- 
didates for the place in the Eighth district. It 
is anticipated that Senator Thurston may find 
his time well occupied with that campaign pend- 
ing the calling of a primary to select his suc- 
cessor, so that he may not push his State rating 
bill when the Assembly gets down to business. 
As a matter of fact, with conditions as they 
are now in Iowa, the Insurance Service Bureau 
is making rates that are regarded as equitable 
and fair, and it is poirtted out that the Thurston 
bill, if it were adopted, would not materially 
alter the situation. 

Some little discussion has arisen among mu- 
tuals as to the amendment proposed to the 
agents’ licensing law, which would require 
agents to undergo certain restrictions before 
they can be licensed. Mutuals say these re- 
strictions would be impossible for those who 
do not devote their entire time to writing in- 
surance. Another bill, which would permit fire 
insurance companies to invest in bonds of the 
Federal farm loan system, is expected to be 
called up shortly. The fraternals have asked 
such privileges, too, and are pointing out that 
life insurance companies were permitted to in- 
vest by the last Assembly two years ago. 


New Hearing on Missouri Retaliatory 
Measure ; 

The House Committee on Fire, Marine and 
Tornado Insurance of the Missouri Legislature, 
at Jefferson City, gave a rehearing to a re- 
taliatory insurance bill by two members of the 
legislature from Kansas City. The bill had 
previously been given an unfavorable report 
but one of the two above members was absent 
at the time and insisted on a hearing. The 
vote in committee stood five to four with two 
absent. 


Texas Bill to Penalize Towns with Bad 
Fire Records Fails 
Austin, TeExAs, March 3.—By a vote of 51 
to 55, the lower house of the State legislature 
has killed the Lackey-Melson bill, which would 
have permitted the State fire insurance com- 
mission in addition to giving credits to cities 
and towns for good fire records for a period 
of three years, to penalize those cities or towns 
for bad fire records for the same period. 
The law now in force does not give the com- 
mission power to assess penalties. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1922 





AS DS oe coerce oie eset sa ccess cdl: & oia'c wee one MOO DIDA Oe sO 
SURPLUS IN UNITED STATES.........-- $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATE 

FROM 1874 TO 1921 INCLUSIVE........$50,129,109.21 











$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as longas totally disabled whether 
from sickness or accident. 


Membership 165,000 Claims Paid $5,500,000.00 


Unusual Agency Opportunities at present in Central 
States 








Our Leading Salesman in 1922 made over $15,000.00 


Business Men’s Assurance Company 
W. T GRANT, President KANSAS CITY, MO. 





UNION HISPANO AMERICANA 


FIRE AND MARINE 


INSURANCE COMPANY 





Has Paid Losses for Over Fifty Years 
City Insurance Company of Pennsylvania 
Sunbury, Pa. 


ANNUAL STATEMENT 
December 31, 1922 


ASSETS 
U. S. Government Bonds..................... $196,015.50 
Other Bonds and Stocks...................... 559,053.89 
La) (BI EE i) ey Ca PR At HMO RE ym 12,747.19 
Loans on Bond and Mortgage................. 876,822.00 
Premiums in course of collection............... 82,208 .73 
PAPCHESESACORUER ce ccc esr sac ars as eke cleats "oer. 27,275.21 
Cash on deposit and in office.................. $1,895.21 
$1,336,017 .66 
LIABILITIES 

Losses in process of adjustment............... $144,557.33 
Wnearmed Premiums. <2... 504 esse ssssanees. AOOSSarSr 
Reserve for Contingencies. ................... 20,200.00 

Capital... 0. ei esc ee ess OOOO, 00 

SUGDINS: . cecc. nseedeeeee 1s SOB Os 
Polieyholders’ Surpluss..3 5 56520020 -4arke sone MAOTECOR 


$1,336,017 .66 


A Strong, Conservative Com- 
pany, noted for fair and 
prompt adjustment of losses. 


J. Harris Lenker, President A. F. O’Daniel, Sec. and Un- 
: ; derwriting Mgr. 

P. H. Fuhrmann, Vice Presi- Harry Streitz, Assistant Secre- 

dent tary 


Ambrose Persing, Treasurer 


Organized 1870 


Main Office, Sunbury, Pa. 
Cash Capital, $600,000.00 





31 SOUTH WILLIAM STSEET 





New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


. ,e  e ° 2 1 
Virginia Fire and Marine |// 
INSURANCE COMPANY OF RICHMOND, VA. | 
January 1, 1923 

Reserve for Unearned Premiums. . Pe 





$1,161,651 .59 














ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1856 January 1, 1922 


FIREMEN’S INSURANCE COMPANY =} 


OF NEWARK 
Cash Capital, . . . .  $1,250,000.00 | 
Net Surplus, ... . $2,840,571 | 
Surplus to Policyholders, $4,090,571 | 








EASTERN DEPARTMENT WESTERN DEPARTMENT | 
DE ra a i ag NEAL BASSETT, V.P. and Mgr. i 
. ice- es. i 
Ho. HASSINGER, Sec’y W. Tf. BASSETT, Asa’t Menager ! | 
N. CHICAGO, ILL. | 


Wither Tragomities...... c. 65k cs eeu a a9: 329,994 .01 H] 
SECT 2) a a _........8%500,000.00 \ 
Net Surplus... ; ' 1,079,671.23 \ 
- — 
Surplus to Policyholders. ay: 1,579,671 .23 
Total Assets .... $8,071,316 .74 | 
Wm. H. Palmer, President E. B. Addison, Vice President i 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary || 
J.C. Watson, Treasurer J. M. Leake, General Ygent | 








The Fireman’s Fund has 
special departments and 
field men trained to help 
Fireman’s Fund agents get 
the best for their clients 
at the smallest cost. Get 
closer to them. 








YORK + BOSTON CHICAGO+A .ANTA, LONDON, ENGLAND 
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NEW YORK SURVEYS 

It Soothes the Regrets.—If anyone seri- 
ously regretted the garment building passing 
over to the Mutuals something over a year 
ago and is still regretting it perhaps it may be 
of some value to know that the fire loss paid 
last year on this property was between $50,000 
and $60,000. This may be some comfort; in 
fact, it ought to be a great deal of comfort, be- 
ause it is a kind of risk that is very apt to 
ie about this much in the loss column at least 
once a year. 

As to Office Salaries—In January, 1923, 
the 547,000 workers in factories in the State of 
New York were receiving salaries which were 
106 per cent higher than the salaries they were 
receiving when the great war began. [Expressed 
in dollars in 1923 the weekly amount was $26.21, 
as compared with $12.70 in 1914. This increase 
is undoubtedly far greater than has taken place 
in ofice salaries, unless possibly it be at the 
very junior end of the line, where the entrance 
salary is now admittedly double what it was 
some years ago. There has, however, been a 
failure to properly recognize in the general 
clerical ranks an increase commensurate with 
the increased cost of living. In the settlement 
of a question like this it is well to go outside 
of one’s own field at times and see what has 
happened to large groups in other fields of em- 
ployment. 

The General City Conditions.—There is a 
pessimistic feeling in regard to the general con- 
ditions in the city of New York along ethical 
lines. It arises out of the fact that the change 
in the law removed certain powers from the 
various organizations without substituting any- 
thing therefor, the result being that there is a 
somewhat larger individual freedom, which 
furnishes an opportunity to assist one to wrong- 
doing, and some people in the insurance busi- 
ness are like the individual in another line of 
business who stated that he could resist any- 
thing but temptation and to that he was very 
prone to yield. 

The Clothing Industry.—A fire in one 
property devoted to the clothing contractor 
within the last week only brought up anew the 
question of how to handle this kind of risk. 





Apparently, nobody is anxious to write this 
kind of business, whether it be sprinklered or 
unsprinklered. In other words, it is generally 
considered a losing business for one to write. 
Inasmuch as this attitude has existed for some 
time, is it not possible, and the proper thing 
to do, to have a conference with the leaders in 
the clothing industry with a view to ascer- 
taining whether some better conditions cannot 
be developed? We must admit that in this 
day of numerous conferences one hesitates to 
suggest another, but why not try it with this 
important New York city industry? 

The Bottom Has Been Reached.—It is evi- 
dent from all reports which have been received, 
commercial or otherwise, that any recession in 
prices that may have been due has not only 
been checked, but in many cases a slight upward 
advance is in sight. This means, therefore, that 
the volume of fire insurance is not going to 
grow less for this year but will have a tendency 
to increase. The experience last year was that 
the first eight months showed a continuous fall 
in volume, but the last four months showed a 
firm foundation with a gradual tendency to in- 
crease. The late Mr. Morgan said he was 
always a bull on American conditions. The 
fire insurance business can afford to be that 
from this time forward. 


PHILADELPHIA NOTES 

Advisory Board Meeting.—A special meet- 
ing of the Fire Section of the Philadelphia In- 
surance Advisory Board was held yesterday, 
Wednesday, March 7, at which time more com- 
plete arrangements were made for the future 
conduct of its work. William Embery presided 
as chairman, with Secretary Troxell serving in 
that official capacity. 

Insurance Society to Have Debate.—Flor 
the purpose of promoting public speaking among 
insurance men it is proposed in a letter which 
is being sent to President Trump of the Fire 
Insurance Society that debating teams be se- 
lected from the society members to 
meet regularly every two weeks in the assembly 
rooms of the society for debating purposes 
and to hear lectures on public speaking, its ad- 


among 


vantages and how to become capable in the art. 


Death of William Arrott.—William Arrot, 
prominent insurance man along Walnut street, 
passed away last Sunday, March 4. Mr. Arrott 
for many years was associated with A. C. 
Hawley and conducted the business at 433 
Walnut street under the name of Arrott and 
Ilawley, until three years ago, when the firm 
name was dropped and continued in the in- 
dividual name of William Arrott. A few 
months ago serious damage was done to Mr. 
Arrott’s office, when fire visited the premises. 
The trouble thus caused, however, has been 
overcome now for some time. Mr. Arrott was 
loved and respected by all who knew him and 
the street much regrets his demise. 


BOSTON AND VICINITY 

Compulsory Automobile Insurance.—A 
favorable report on a bill requiring every owner 
of an automobile in Massachusetts to carry in- 
surance to protect pedestrians and others in case 
of accident was given yesterday by the joint 
legislative committee on judiciary. It is ex- 
pected that the bill will become a law without 
much difficulty, as there was very little opposi- 
tion to date. The bill provides that persons 
owning sufficient amount of property may file 
a bond with the State auto registrar instead of 
insuring. 

Brokers’ 
Association held a 


Mass Meeting.—The Insurance 
Brokers mass meeting 
March 5 for discussion of the brokers’ licens- 
ing bill. Many insurance men were present. 
John W. Downs of the Insurance Federation 
and F. Elliot Cabot of the Boston Board were 
the principal speakers. 

Death of W. B. B. Child.— William B. B. 
Child, a Boston expert on marine insurance, 
died last Sunday at his home in Newtonville. 
He was for more than fifty-seven years asso- 
ciated with the insurance business and estab- 
lished the W. B. B. Child & Co. Agency thirty- 
two years ago. The company will continue un- 
der the management of Stanley O. MacMullen, 
representing the Providence Washington and 
lire Association as marine agent. Vice-Presi- 
dent G. C. House of the Providence Washing- 
ton came to Boston to attend the funeral of 
Mr. Child. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Presideut 
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Public Accountant 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


$43 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


———___ 





W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


25 FULTON ST. 25 FRANKFORT s1, 
NEW YORK 

















Prominent Agents and Brokers 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 

















LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
Auto- National Union New Amsterdam 
i ford Casualty Co. 
Philadelphia Under- Indemnity Company 

writers of America 
Stuyvesant 






surance 
Fidelity-Phenix 
Insurance Underwriters § BROKERS’ LINES SOLICITED 





FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Alume-Mansur Bldg. 
Hubbell Building 


JAMES H. WASHBURN, F.A,1. A, 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Inter i 
Group, Industrial and Soseinl a 
_ WORKMEN’S COMPENSATION ~ 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165BROADWAY :: NEW YORKCITy 
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LEO H.WALDMAN 






3 Cedar St. | New York 
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JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 
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FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. PACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





JNO. A. COPELAND 
Consulting Actuary 


JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 














T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntants 


THE BOURSE PHILADELPHIA 























MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





ABB LANDiS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


HINGTON, D. C. NASHVILLE, TENNESSEE 
bprerete Place, N. W. Independent Life Building 























FREDERIC S. WITHINGTON, F. A. I. A. 


CONSULTING ACTUARY 
402-404 Kraft Bullding 
Telephone Walnut 3761 


Des Moines, lowa 


PSs 

SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA 


—— 


502 Forsyth Bidg. 

















WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 
CONSULTING ACTUARIES 


Examinat ons and Audits in all Branches of Insurance 


43 Cedar Street, New York 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service”® 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 

















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurancé 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 


Marcus Gunn, Consulting Actuary; 
—— 
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Miscellaneous Insurance 








Actuarial 








—— 


w. B. YOUNG 
CONSULTING ACTUARY 
AND ACCOUNTANT 

D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 

















Examiners and Adjusters 








Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on performances—Weshow 
results. Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, Property 
— Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















Insurance Attorney 








Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 











euatants 
sirable. 
YELPHIA Phone: JOHN 1090 
50 John St. New York City 
VIRGINIA LEGISLATION 
insellor 
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Charges Against Bonding Companies— 
Anti-Compact Repeal 

A lively scrap is likely to ensue at Rich- 
mond, Va., where the General Assembly of the 
State is in extraordinary session, on account of 
charges made in the Richmond papers by Henry 
W. Shirley, chairman of the State Highway 
Commission, against the companies 
operating in Virginia. 

Mr, Shirley claims that he has made a futile 
effort to have the premiums on road bonds re- 


bonding 


duced, and he now proposes as a measure of 
relief that the State become a self-insurer. On 
the other hand, Richmond local and general 
agents and branch managers, claim that the 
State of Virginia wants too much for its 
money. The form of bond at present in use 
Is standard, and was drawn up by the State 
highway committee, and afterwards adopted by 
the bonding companies. Coverage granted un- 
der this form is much broader than that 
granted by the companies in adjacent States. 


l‘or instance, all materials are bonded, while the 
construction. The 
companies declare that the present rates were 
promulgated by the Townley Bureau, and that 
they cannot reduce them without either re- 
losing money on the 


roads are in process of 


stricting coverage or 
bonds. 

Both sides of the question will be aired be- 
fore Insurance Commissioner Button while the 
legislature is in session, and he in turn will 
make a report of his findings to that body. 

A concurrent resolution introduced imme- 
diately after the legislature convened last week 
limits the legislative measures which may be 
However, friends of the proposed 
repeal bill of the Virginia anti-compact law in- 
duced Governor Trinkle to send a special mes- 
sage to the legislature recommending considera- 
tion of the bill which has been drafted and in- 
troduced in both houses. 


considered. 


North American National and Great 
Republic Consolidate 

Des Mornes, Iowa, March 3.—The North 
American National Fire Insurance Company 
and the Great Republic Insurance Company, 
concerns, have been con- 
solidated and will continue hereafter as the 
North American National. Offices will be 
maintained in the Crocker building, Des Moines. 

O. P. Ode, who has been president of the 
two companies, remains in that capacity. H, J. 
Green, vice-president of both, remains vice- 
president. F. M. Merigold, who has been iden- 
tified as underwriter with the Minneapolis Fire 
and Marine, becomes secretary, succeeding John 
Peterson, who was secretary of both companies. 
L. S. Hill succeeds as treasurer V. F. Becker, 
who was with both companies. 


two Des Moines 


Insurance in Honduras 


There is no domestic fire insurance company 
in Honduras, Central America, and but one 
domestic life insurance company, FE] Ahorro 
Hondurano, of Tegucigalpa. 

THE SPECTATOR is advised that in 1922 the 
Congress of Honduras passed a law requiring 
all companies desiring to write insurance in 
Honduras to deposit in the national treasury the 
sum of 50,000 pesos, equivalent to about $25,- 
000 United States currency. This law has some- 
what demoralized the business which some for- 
eign companies had been doing previous to this 
enactment, and the present status of several 
companies is rather indefinite. The Home of 
New York is stated to have withdrawn in 
November, but apparently the Western, of To- 
ronto, the Niagara, of New York, and the Nord 
Deutsche, of Hamburg, are still maintaining 
agencies. The United States Consul lists three 
American life companies and one Canadian life 
company as doing business in Honduras. 


The Massachusetts Bonding and Insurance Com- 
pany has changed its Richmond, Va., office from a 
salaried manager basis to a general agency, retaining 
the services of W. M. Mason, who was appointed 
manager about six months ago. 
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New York Legislation 

Arpany, N. Y., March 7.—Intense surprise 
has been created by the action of the Senate 
judiciary committee in reporting out, for con- 
sideration, the joint housing committee bill mak- 
ing the State fund the only agency for insur- 
ance, under the workmen’s compensation law. 
Similar action was taken by the committee with 
reference to the housing committee bill, adding 
new section 16-3 insurance law, prohibiting 
domestic insurance companies from investing or 
loaning on shares of stock of any corporation, 
other than a municipal corporation, and fro: 
investing in bonds, except government bonds, 
etc. The pronounced opposition among the 
members of the judiciary committee to the 
State fund monopoly bill is believed to presage 
its defeat in the legislature. 

Assemblyman C. P. Miller has introduced a 
bill amending section 94, workmen’s compensa- 
tion law, by striking out the provision, limiting 
expenditures for administration expenses, of the 
State insurance fund to 15 per cent of earned 
premiums for the year. 

Among the bills passed by the Senate are: 

Senator Lacey’s, amending subdivision one, 
section 231, insurance law, by authorizing fra- 
ternal benefit societies, maintaining a tull re- 
serve, to issue to members whole life, limited 
payment and endowment certificates, in addition 
to other forms authorized by the article. 

Bills advanced by the House include that of 
Senator Cotillo, adding new section 12-a, work- 
men’s compensation law providing for proof 
of dependency in foreign countries. 

The Senate has passed the bill of Assembly- 
man Hutchinson amending section 101, insurance 
law relative to standard provisions of life in- 
surance policies. 





ASKS INVESTIGATION 


New York Assemblyman Introduces Reso= 
lution 


A sweeping investigation of fire and casualty 
insurance is asked for in a resolution intro- 
duced in the New York State Legislature by 
Assemblyman Peter Hammill. The resolution 
carries an appropriation of $50,000, and cites 
the findings of the Lockwood Committee as a 
basis for the proposed inquiry. 


Brooklyn Brokers’ Dinner 
The Brooklyn Insurance Brokers Associa- 
tion will hold a beefsteak dinner at the Elks 
Club House, South Oxford street, Brooklyn, 
April 15. 


John M. Stahl, as almost everyone knows, 
was a prominent author and publisher before 
becoming a life insurance president. He is 
described also as having been the “father of 
rural mail delivery,” and is regarded as one of 
the greatest writers on farm topics, and a most 
successful worker for farmers. He is a mem- 
ber of many literary and other clubs and so- 
cieties. The Farmers National Life of Chi- 
cago, of which Mr. Stahl is president, made an 
excellent record during the past year. With his 
company every person is a prospect, from one 
day to sixty-five years old, and it writes both 
standard and sub-standard risks. 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $6 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 














38 








ed 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 
(Originator of Monthly Income Insurance) 
Much valuable advice and instructive matter for agents, including the 
veteran and the beginuer, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author, 


Exclusively for the Information of Agents 
MULTIPLYING YOUR INCOME, price $1.50. 


This is one of the best books ever put out for the instruction of 
agents. Jévery beginner should master it and even the veteran will find 
new inspiration. In flexible binding. 

THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially 
well qualified to instruct the field workers on this subject. Large num- 
bers of policies have been placed through the hints contained in this 
book. Bound in cloth. 

A GREAT FUTURE, price 25c. 

A pamphlet showing forcibly the unlimited opportunities for advance- 

ment of the solicitor in the selling of life insurance. 
METHODS THAT WIN SUCCESS, price 15c. 

Three short stories bearing on methods adopted by successful agents 
are brought together under the above title. ‘The names of these stories 
are “Eggs and Life Insurance,” “Blue Chips” and “The Man Next 
Door.” Each story carries a lesson. 


THE STORY OF ED. REDLICH, price 15c. 


A true story of the opportunities in Life Insurance for the average 
man, told in simple but forceful style. 


For the Prospect and Policyholder 


All the leaflets and pamphlets listed below, also written by Mr. Nash, 
have proved great business producers. | Each one has a special punch 
leading to the signature on the dotted line. 


FOUR LEAFLETS ON MONTHLY INCOME INSURANCE 


ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME. .15 














SAVING WHAT YOU LEAVE .10 

A LOT OF MONEY 15 

INSURING YOUR INSURANCE 15 
LEAFLETS ON LAPSATION 

AT THE END OF THE ROAD .10 

WHY WE DON’T LIVE FOREVER .10 





LEAFLETS CONTAINING GENERAL ARGUMENTS URGING THE 
VALUE OF LIFE INSURANCE 


ONE FARMER’S EXPERIENCE WITH LIFE INSURANCE.......... 15 

ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE. .15 

ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSUR- 
ANCE 




















ONE DOCTOR’S EXPERIENCE WITH ENDOWMENT INSUR- 
ANCE Ss 15 
ONE SELF-SUPPORTING WOMAN AND HER LIFE INSUR- 
PY! Gc Sean 15 
ONE SALARIED MAN’S EXPERIENCE WITH LIFE INSURANCE. .1 
THE WIFE’S INSURANCE 10 
NOT JUST NOW: A Warning to Dilatory Prospect S..ccccccccwvnenm 15 
BORROWING FROM MARY. .10 
REAL REASONS FOR LIFE INSURANCE 15 


SHUOnT SstUKY SERIES rOR AGENIS—METHODS THAT 
WIN SUCCESS: Three stories with good pointers, “Eggs and 
Life Insurance,” “Blue Chips,” and “The Man Next Door.” .15 











THE COST OF DYING—Providing for the Inheritance Tax.......... -20 
GIVING YOURSELF A CHANCE 10 
OUT OF THE MOUTHS OF BABES _ AS 
PARTNERS AND LIFE INSURANCE... — 15 
BIG BUSINESS AND LIFE INSURANCE.._ — 





HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY ; Pe 


ACCIDENT INSURANCE LEAFLETS 


TEMPTING FATE: Showing the Accidents Likely to Befall 











Even Preferred Risks. (lilustrated )..........+. .20 
DERWING PATE. ccccisciccccsinstigacicnsss te .10 
SOMETHING IS ALWAYS HAPPENING .10 


Sample copies of each of the twenty-six leaflets under ‘For the Prospect and 
Policyholder” vary at 20c, 15c, or 10c, amounting for the twenty-six leaflets to $3.60. 
The price of the five booklets under the head of “Exclusivelysfor the Information of 
Agente’ is $2.55.. Send us remittance for $5.75 and we will mail you sample copies of 
(31) of the Nash publications. Send for circulars giving piices in quantities. < 


THE SPECTATOR COMPANY 
135 WILLIAM STREET 
NEW YORK 


Cuicaco OFFIcE 
INSURANCE EXCHANGE 
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WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 
Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis Kansas City Springfield, Mo. Louisville 
Topeka Salina Leavenworth Lincoln, Nebr. 
We want men who can meet the following require- 
ments: 
A.—Men of good reputation, honest, and willing 
to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 
ence. 
C.—Men who are good PERSONAL producers. 
D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


T’o men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a “Selling Propeller” which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 





STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 














On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that emboay every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 

















Ready! 
New York State Field Annual 


AND 
Insurance Directory 


ONTAINING a complete list of agents in 

New York State (*exclusive of Greater New 

York) with complete address, list of companies 
represented, etc. 


Many new features are included that will be 
found only in ‘Field Annuals.” 


*Greater New York is published separately. 





THE INSURANCE FIELD CO. 
Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the NEW YORK STATE FIELD ANNUAL 
AND INSURANCE DIRECTORY. Enclosed find check for 
$5.00 to cover cost. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 


Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK 
Globe Building 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
Lincoln Building 


BOSTON 
Winthrop Building 


BRANCH OFFICE AUDITS 





Are you satisfied with your inter- 
office audits? 


Many companies have found it 
more satisfactory and more econom- 
ical to use our Service. 


We reach all important points 
periodically. 
Let us talk it over with you. 


JOSEPH FROGGATT> 


President. 


INTERSTATE CASUALTY Co, 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO Houston 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 


LOvuISVILLE 
Gaunt & Harris 
Speed Building 


SaLt Lake City ALBUQUERQUE 
1015 Boston Building 112 South Third Street 











PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


rr er re ee ee $10,007,098.20 
New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 

NE i Eo os ds ese eaceoewasans 87,648,741.00 








The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish toestablish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice=President and 
General Manager, New Orleans, U. S. A. 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 





PRBS ESD oF iis oa aler rocches <1 ets Satan cy acere Tati $ 32,633,933 .05 
LO; Pe oT LE | > ea ae EE gO os Reman aren Sey eh TAA 28,512,821 .50 
Canitaliand : SUuLplas ico 6i5s, 6 scise cso wl eccpereiars 4,121,111 .55 
TMSUTANCE MEN HOLCE 50/05 055 is cee os ae wena e nee 230,322,163 .00 
Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 

es 1) 1 Re IS Ree ae aes Dea Pe MEER, Sane aN: $30,051,860 .92 


JOHN G. WALKER, President. 
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INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 
NORTH AMERICAN ACCIDENT INSURANCE CO. 








National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine” 


For attractive agency proposition write 


Ww. C. KEIM 









































THIS DLD NOT HAPPEN BY CHANCE 


New Insurance Issued in 1922............ $38,942,000.00 
Gain in Insurance in Force............... 21,462,805.00 
Insurance in Force December 31, 1922.... 122,685,100.00 
LEA, SR a De ae aetna esa ae me ROPE cone ert 6,828,344.87 
Increase iit Agsels... sce oe secs 5. 05s cre we 2,214,850.30 
Increase in RESGEVG: . 2c sna cnc See oes 1,683,761.00 

431,446.67 


IpeHOAGO AID GUBIIUS: «6 6s:c0cs coe oo arn ernee oes 

UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
FIELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. C. 


209 S. LaSalle St., Chicago, III. 
Agency Director ALBUQUERQUE, NEW MEXICO 
ACACIA MUTUAL LIFE ASSOCIATION * 1857 1923 





Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 














RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. ‘The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Towa. 

FARMERS NATIONAL LIFE INS. CO. 


F,N. L. Building 3401 Michigan Ave. Chicago, Illinois 


AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 ‘City Hall Station, New York 




















HOME FRIENDLY INSURANCE CO. 
OF MARYLAND} 


has grown so in popularity until it is now generally conceded to be 
hane'cF the leading Industrial life insurance companies in America’ 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 











HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 








NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac= 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 
DES MOINES, IOWA JAS. H. JAMISON, Pres’t® 








FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


Charter Perpetual > 
Qs ccc acintccctias saccevn sete eesaaee $1,000,000 
COMM oi ca aude us mlorauseceereueacd 16,189,923 
Reserve and other Liabilities. .......... 11,318,327 
RUM SPOIIMEI ora 6 ov. div us Mo, < cin vada ercee ewe 3,871,596 
Surplus to Policy Holders. ............. 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 








ALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, Presipenr. 
Agents desiring to connect themselves with a solid and progressive, yet conservative 
Life Insurance Company, -an address S. D. Powell, Secretary, giving references. 
Industrial and Ordinary Life Insurance policies issued upon all attractive forms 
of policies. 

















TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 























Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 




















THE SPECTATOR 























WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them 


Any one of the above is an absolutely first class opportunity. 
If your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 








HOME LIFE INSURANCE COMPANY 
WM. A. eennenerne. President 


The 63rd Annual Report shows: 








Premiums received during the year 1922..............000.. $7,369 
Payments to Policyholders and their beneficiaries in Death ae 
Claims, Endowments, Dividends, Etc..........cccceeece 5,400 
Amount added to the Insurance Reserve Funds............. 220N 
Net Interest Income from Investment............eeceeeees 2110s 

($722,352 in excess of the amount required to maintain the »A10,022 
reserve) 
Actual mortality experience 52.87% of the amount expected. 
PASULBTICS MN NOPCE. «60:00, 0.010s!s visis cieelecioeieelcerimecearteniedee $232,163, 
TRE DI. 5 60.0 vosinsccdencknevesseedseneneeee 46-258 a 





FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 














AGENTS WANTED 


To sell an unrestricted Accident policy costing $9.00 quarterly. 
Covers every disease and every accident. Liberal commission paid 
to live producers. 


GREAT NORTHERN LIFE INS. CO. 


H. G. ROYER, Pres. 


C. O. PAULEY, Sec’y & Treas. CHICAGO, ILL. 


Westminster Bldg. 











C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident aad Health Insurance 


Commercial and Industrial 











UNUSUAL OPPORTUNITY 


A highly successful Western company desires the services of 
an agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THE SPECTATOR. 














Dividends to Policyholders 


The Special Dividends to policyholders of 1910, 
1913, 1914 and 1916 and the increases in the regular 
dividend scale in the years 1910, 1912 and 1915 
were but natural expressions of a prudent company 
management striving to build strongly on the 
foundation so well laid in early years of Mutual 
Benefit history. 


The 1923 Special Dividend to policyholders, 
amounting to 25% of the regular dividend, is 
further evidence of the intention of the Mutual 
Benefit to furnish pure Life Insurance with the most 
liberal features at the lowest possible cost to policy- 
huiders. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ORGANIZED 1845 
Newark, N. J. 














DANIEL BOONE, Jr., President JOHN M. SMULLIN, 

















TO SUCCESSFUL LIFE INSURANCE MgEy 


The Great-West Life has room in various territories for industrious agents—men of geal 

ing ability who can produce results. To such the Company offers most inviting propane 
by policies and service, which, year after year for many years, have built up the largest volume of 4 
—— in ee any snares Company. The er in force of the Great. West Lie 

as been consistently dou every five years since commencement—from $862,200 i 
$312,800,000 in October 1922, en on 
ress all applications to the Great-West Life, Offices at Detroit, Mich., Minneapolls, Minn, 

Hatcher Bros., Fargo, N. D., or : . wd 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
WINNIPEG Head Office 

















EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
_— and Missouri with direct Home Office contracts, Libera 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 















Fy et ee EST 






Largest Fraternal Benefit Society of Women in the World 





A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 
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Write for information to 


Miss Bina M. West 
Supreme Commander 
Port Huron, Michigan 


Miss Frances D. Partridge 
Supreme Record Keeper 
Port Huron, Michigan 


THLE TEER 





[one ee rn eee > 


“GRAND RAPIDS LABEL CO. 


| GRAND RAPIDS, 








MIDLAND LIFE INSURANCE COMPANE 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substanti 
and influential business men in Kansas 


HAUT 


—_ 
ovate 
Areata secon. 


THE COMPANY. 
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Practical insurance men of long experiene 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territoy 
in the country to-day. 


THE MANAGEMENT. 
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